


— 
i 
0 
< 
~ 
we 
Ee 
a 
~ 
= 





€ Always farsighted, Republic Steel today is helping 
to win important battles for industry. This vigilant 
policy looks into and senses the needs of the future. 
From the world-famous laboratories and the new 
and modern mills of Republic come unceasingly new 
steels for new uses—better steels for old uses. 
During the past 30 months Republic has appropriat- 
ed nearly $50,000,000 for new mills and equipment. 
Republic acquired Corrigan-McKinney Steel Co., 
Gulf States Steel Co., Truscon Steel Co., and others. It 
enlarged blast furnace capacity. It revolutionized pipe 





manufacture with its electric weld process. It built a 
new wire mill for the production of electro-galvanized 
wire and entered the vast farm market. It built the most 
efficient type of cold-rolled tin plate mill. It developed 
among other new products heat-treated casing for oil 
wells and built a new plant to produce it. It strength- 
ened its position as the world’s largest manufacturer of 
alloy steels by expanding its production capacity. And 
continuing its policy, Republic will soon announce its 
latest achievement—the largest, fastest and most mod- 
ern hot and cold continuous strip mill in the world. 
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AS HARD TO TIE BELT ENDS TOGETHER 


A typical example of Goodrich development in rubber 


ROWN men, trained engineers, 

tried to fasten belt ends together 

—and for many years their splices were 

as apt to come apart as the little fel- 
low’s shoestrings. 

Some belts could be laced up or held 
with metal fasteners but those high- 
tension belts on heavy machines, or 
high-speed belts running a mile a min- 
ute, or more, failed at the splices with 
discouraging regularity. Goodrich re- 
search men, already busy with other 
improvements in belting, took this as 
the problem of the year. 

They found failures came not so 
much from weak splices as from ten- 


sion and air resistance. Even the thin- 
nest feather-edge of fabric would be 
loosened by repeated flexing and air 
currents; then the belt plies would 
separate. So they designed a splice in 
which a section of an inner ply is re- 
moved, the outer ply carried under the 
surface, covered, sealed with rubber 
and vulcanized in a portable electric 
vulcanizer. Belts with this new “Ply- 
lock” splice lasted sometimes ten times 
as long as the old belts. Users con- 
stantly tell us of serious belt problems 
which have been completely solved. 


Goodrich is always busy with devel- 
opment work on rubber products. 





Much of it applies to new products 
uses—but no product is too ‘ 

or too standardized to get its s| 
this work. Goodrich research 
ber has resulted in important im; 
ments in conveyor belts, rubber: 
pipe, steam hose, suction hose and 
dreds of other products classed 
ally as mechanical rubber good: 
your Goodrich distributor about 
Write us if you don’t know him. 
B. F. Goodrich Company, Mecha: 
Rubber Goods Division, Akron, O} 
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PURCHASING is an independent journal, not the official organ of any association. 


It is the only 


publication of national scope devoted exclusively to the interests and problems of the purchasing 


executive in industry and government. 
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by LONG 


By the use of Long Distance in your pur- 
chasing you can probe every sector; can 


contact ... directly, clearly, quickly .. . 





markets in all directions. 

Long Distance is the cordial approach. 
Buyer and seller gain satisfaction from 
close, personal discussion ... avoid 


misunderstandings . . . build permanent 
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good-will. No need to have that caveat 





emptor feeling, when telephone conversa- 
tion clears up any question as it arises. 

Long Distance locates supplies .. . sets 
shipments in motion ... keeps them mov- 


ing. And the new low rates will 
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utility value to purchasing agents. 


Yours on Kequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. From among the many submitted 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 




















l 39 A strikingly original booklet prepared by the L. L. 

s Brown Paper Co., Adams, Mass., is called ‘‘Blaz- 
ing a Trail through Rag Continent Jungles.” The theme of the 
book is a clarification of the ambiguous quality designation of 
“Rag content’ as applied to paper, and a guide to the selection 
of proper grade. 


l 5 1 Catalog No. 14 of the Federbush Co., is a con- 

=» venient index to a comprehensive line of loose-leaf 
binders, catalog covers and sales equipment, memo books and 
visible record equipment. The binders include the ring, post, 
prong and zipper types, suitable for everyday use or for transfer 
and storage files. The catalog contains 180 pages, bound loose- 
leaf style, with a unique marginal guide for ready reference. 


l 63 Extremely useful to buyers and prospective buyers 

s of anodes isa 12-page, 8!/.” x 11”, booklet on ‘‘Con- 
trolled Grain Anodes” prepared by the Seymour Mfg. Co. The 
attributes of a ‘‘good’’ anode are described in the opening page, 
followed by analyses of four types of nickel anodes which are in 
widest use. To meet special needs, other anodes of nickel, 
copper, brass, bronze and zinc may be had in any desired shape. 
Various available shapes are shown, supplemented by useful 
data, tested solutions, advice on how to overcome common anode 
problems and how to order anodes. 


| 7 A new pricing arrangement which results in lower 

= net prices in larger quantities is a feature of the 
Sectional Post Binder Catalog recently issued by C. E. Sheppard 
Co. 36 styles of binders are illustrated, accompanied by speci- 
fications and dimensions of both stock and special sizes. These 
sizes cover virtually every need imaginable. 


1 7 The 212-page, 5” x 83/4”, Stock List and Refer- 

» ence Book issued by Scully Steel Products Co. 
provides a thorough description of over fifty types of steel prod- 
ucts that are available at a moment’s notice from eight ware- 
houses. The book is conveniently thumb-indexed and contains 
S.A.E. specifications and numbering system, color code and 
tables of allowable concentric and uniform loads. 


1 87 An attractive new catalog published by Lyon 
« Metal Products depicts a wide range of steel boxes 
for every manufacturing and storage use—shelf boxes for the 
storage of small parts; shop and tote boxes for transportation of 
work in boxes; nesting boxes; and suggestions for the use of 
special steel containers designed for use with specific production 
systems. Also included is brief descriptive matter on steel 
shelving, lockers, shop equipment and tool storage equipment. 


204 “Guide to Better Packing and Shipping Methods” 
» is the apt title of Signode Steel Strapping Co.’s 
Catalog No. 17. Condensed in its 40 pages are descriptions of 
many types of shipping and packing methods, as well as of 
equipment designed to execute these methods with maximum 


PURCHASING, 11 West 42nd St., New York, N. Y. 


| 
I wish to receive the following literature: 
| 


Numbers: .. 





A, cccnnncniintommie ieee 





efficiency, protection and economy. The catalog points the 
way to lower freight bills, faster and safer packing, reduction of 
damage, elimination of pilfering, reduced container costs, greater 
customer satisfaction. 


205 A new folder featuring its alloy steels has been 
» issued by Bliss & Laughlin, Inc. Particularly 
useful is a table listing the more popular grades of alloy steels 
used for the fabrication of machine parts and other products 
employed in various types of equipment, with their S.A.E. grade, 
approximate machine rating and approximate turning speed. 
For unusual problems, special alloy steels are developed to meet 
individual requirements. 


206 A surprisingly specialized line of stamp pads 
s covering numerous office and industrial uses is 
illustrated in a folder prepared by the Rivet-O Mfg. Co. The 
folder also lists a number of other marking devices and products, 
as well as names of large firms employing them regularly as a 
result of exhaustive tests 


207 The Morse Chain Co.’s spiral bound, 96-page, 
a 5'/2” x 71/2", Catalog R-53 details complete speci- 


fications and engineering data concerning its line of roller chains 
and sprockets. It represents a useful addition to the catalog 
file of every purchasing department that requires these products. 


208 In its 109-page, 5” x 7”, Grinding Wheel Data Book, 
s the Abrasive Co. presents detailed information on 
various phases of grinding wheel operation. Diagrams and 
dimensions of standard types of grinding wheels and shapes of 
wheel faces, a 14-page table of standard sizes, a wheel selection 
table offering general recommendations for innumerable mate- 
rials and jobs are included with other valuable data. 


209 A new book of specimens and samples of rag content 
» onion skin papers has been issued by the Esleeck 
Mfg. Co. A variety of colors, weights and finishes in two grades 
are available for such purposes as records, forms, thin letterheads, 
copies, advertising literature, etc. Features claimed for these 
papers include strength for erasing and excessive handling, per- 
manency, saving in typing and mailing expense as well as in 
filing space. 


2 1 O A comprehensive presentation of virtually all types 

s of gaskets is contained in the 32-page, 8/2” x 11”, 
Catalog No. 37 of the Melrath Supply & Gasket Co. The needs 
of all branches of industry and public utilities are covered with 
standard and special die-cut gaskets and sheet packing and 
gaskets made of many materials. Ample illustrations and 
engineering data. 


2 ] l The 32-page, 8'/2”x11”, Johnson Bronze Co. 

s Bulletin 370 lists numerically and by progressive 
sizes all general purpose bronze bearings and bushings, accom- 
panied by dimensions and prices. It also tabulates 229 sizes 
of cored, solid and hexagon bronze bars, as well as 125 sizes of 
graphited bronze bearings. 


2 | 2 The second edition of the Aluminum Industries, 

» Inc. Permite Ready-Mixed Aluminum Paint Book 
is now available. Appropriately printed in aluminum and black 
inks, its 60, 8'/2” x 11” pages comprise an interesting and effective 
account of the advantages of ready-mixed aluminum paint for 
protection against corrosion, moisture, fumes, acids, excessive 
heat and for better lighting, as well as for product finish, truck 
and bus covering, etc. Convincing evidence is presented in the 
description of water, acid, salt spray, weather, heat reflecting 
and evaporation tests. 


2, l 3 The Controlograph, subject of Consolidated Ash- 

s croft Hancock Co.’s 24-page Catalog 2500, is used 
in all industries where temperature or pressure is a vital factor 
in processing. Charts, photographs and text provide full data 
concerning the construction and application of this instrument. 


(Additional listings on page 6) 


PURCHASING 
















































“B-E” Bond Alundum \ 
A new Norton dev 
which you should try 
tool grinding operati 
pecially satisfactory 
speed and sensitive 
tool steel alloys. 
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utility value to purchasing agents. 








Yours on Feequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 














2 l 4 A 48-page booklet published by the Carborundum 

s Co. constitutes a thorough analysis of the problems 
of ‘‘Grinding Cemented Carbides.’’ Outstanding are the sections 
devoted to cemented carbides and their characteristics, grades, 
factors affecting grinding wheel action on cemented carbides, 
how to grind cemented carbide tools, classes of tools, suggestions 
for improving grinding wheel action and economy, etc. 


2 1 5 Just released is the new 36-page Witt Cornice Co. 
s catalog devoted to its line of ash, garbage, oily- 
waste, roller, hoisting and other types of cans. Of particular 
interest to purchasing agents are the pictures and charts which 
accompany a description of compression tests conducted by the 
Pittsburgh Testing Laboratory. Physical characteristics, dimen- 
sions and capacities of the many cans illustrated are detailed. 


2 1 6 An elaborate portfolio containing 26 samples of 

« tags made of kraft, jute, rope and cloth and procur- 
able in 24 colors, samples of which are also shown, has been 
compiled by the Campbell Box & Tag Co. Each sample tag in 
the portfolio carries detailed specifications. The portfolio in- 
cludes, in addition, samples of strings used on tags, these being in 
numerous colors and materials, as well as samples of tinned tag 
wire, parcel hooks and deadlocks. 


2 | y 4 A handy, 32-page, ‘‘Manual of Metal-Cutting 

« Information’ has been published by W. O. Barnes 
Co., Inc. A variety of subjects are covered including: correct 
use of hand operated hack saws, highlights in power hack saw 
operation, causes of common difficulties, how to get best produc- 
tion from band saws, how to adjust band saws. This informa- 
tion is supplemented by tables of recommended teeth and speeds, 
dimensions of hack saw blades, etc. 


2 l 8B 448 pages in Brown & Sharpe’s 45/; x 65/;” Small 

s Tool Catalog No. 32 provide as complete a presen- 
tation of small tool data, specifications and pictures as we have 
ever seen. This comprehensive catalog is divided into five sec- 
tions: machinists’ tools; cutters and hobs; arbors, collets and 
adapters; screw machine tools; miscellaneousequipment and tables. 


2 l 9 The Taber Abraser is described in an 8-page, 8'/» x 

« 11” folder issued by the Taber Instrument Co. 
The Abraser is a precision testing machine for measuring the 
wear resistance, toughness, adhesion and rub-off qualities of 
surface finishes such as enamels, electroplate, anodizing, linoleum, 
molded plastic sheets, leather coverings. 


220 Westinghouse Electric & Mfg. Co.’s ‘‘Millite 
« Luminaires” are illustrated and described in a 4- 
page, 8'/. x 11” folder. ‘‘Millite’’ is a heavy duty lighting unit 
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designed for use wherever lighting equipment is mounted at 30 
feet or more and where atmospheric and general service condi- 
tions are severe. Qualities claimed for it are its ability to resist 
shock, abuse, temperature changes; maximum lighting ef- 
ficiency; easy to clean; shatterproof; lightweight, removable and 
interchangeable reflectors. 


22 l The new catalog of Grobet Swiss Files illustrates 

s over 4,000 different shapes, sizes and cuts for preci- 
sion work, made in cuts 00 to 8, as well as a complete line of files 
for filing machines. 


222 True to its title, the Anchor Fence Specification 
» Manual No. 89 (48 pages, 8!/2 x 11”) details speci- 
fications of various types of chain link and iron fences. Supple- 
menting the text are photographs and drawings which clearly 
depict features of construction in a ‘‘close-up’”’ fashion. While of 
a technical nature, the drawings are easily understood by anyone. 


223 A colorful 50-page, 8!/. x 11”, catalog of Van Dorn 
s Electric Tools illustrates in red and black an exten- 
sive line of tools covering a wide range of industrial needs. A 
partial list of the tools represented includes electric drills, saws, 
sanders, surfacers, polishers, grinders, screwdrivers, hammers, 
wrenches, tappers 


The features and construction of the air-driven 
aa4. Speed-Bloc Sander are described in a 16-page, 6 x 
91/,” booklet prepared by Sterling Products Co. Designed to 
replace hand sanding and rubbing on metal, wood, lacquer, 
leather and composition surfaces, this machine can be employed 
in every branch of industry where abrasives are used. The 
new model embodies several improvements, foremost being 
weight reduction to 5!/. pounds and a more flexible floating block. 
It is applicable for both heavy and light duty. 


The M. B. Skinner Co.’s 14-page, 41/2 x 6” ‘Pipe 
225. Repair Handbook” explains how to repair leaks 
quickly, without taking pipe lines out of service. It covers 
all kinds of pipe line leaks—holes, splits, pitted or corroded sec- 
tions; also joints, such as threaded, bell and spigot, welded joints, 
etc. 


Bulletin No. 17, one of a series dealing with definite 
226. groups of applications of the Dardelet Self-Locking 
Threads, has been issued by the Dardelet Threadlock Corp. to 
describe the use of this thread on cap and set screws to achieve 
positive locking, greater strength, easy assembly and economy. 
Among the specific applications are for securing brackets to main 
members, split bearings, auxiliary machine units; collars, pulleys, 
cams and levers to shafts; door knobs to spindles; sub-assemblies 
to main assemblies, etc. 


An extensive array of A. C. and D. C. motors is 
ye presented in the attractive, profusely illustrated, 
60-page, 8!/2 x 11” Bulletin No. 700 published by Louis Allis Co. 
A size and type electric motor for every industrial requirement 
includes squirrel-cage, fan-cooled, explosion-proof, arbor, flange- 
type, shaftless, multi-speed, self-cleaning textile, loom, etc. 
Also shown are frequency converters, inverted rotary converters, 
gear reducers. Details of construction are given in clear, concise 
style. 


Full-size illustrations of mercury-to-mercury and 
228. mercury-to-metal switches, with a table showing 
the capacity and electrical specifications of each type, are fea- 
tured in the General Electric Vapor Lamp Co.’s 12-page, 8!/2 x 
11” Catalog 603. Included are suggestions for efficient use of 
mercury switches and discussion of factors influencing the choice 
of the various types. 


(Additional listings on page 4) 
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REPUBLIC QUALITY 


CHALLENGER 
BELTING 


HROUGH the use of Challenger Belting 

thousands of plants have come to know the 

meaning of Republic Quality. The labora 
tory developments and rigid manufacturing 
practice that have made this belt so famous fc 
long satisfactory service are equally applied 
Republic’s many grades of transmission, convey 
or and elevator belting, water hose, air hose 
steam hose and scores of products including 
packing and molded goods. 























Republic uses every scientific method to giv: 
mechanical rubber products their best possible 
service. Since 1901, our efforts have been devoted 
to that aim. To such products, the name Republi: 
is a brand of highest merit—an assurance of de 
pendability—no matter how severe your require 
ments may be. 






LEE RUBBER AND 
TIRE CORPORATION 


YOUNGSTOWN e« OHIO 





Manufacturers of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 
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—EFFICIENT BUYING IS THE KEY TO PROFITS— 


a‘**YEaR-LND” Offer-- 


- - you should not overlook!! 














ONCE BEFORE, WHEN WE were in the midst of unsettled conditions in 
this country and abroad, we made a very much appreciated “YEAR-END” 


offer to those who had inquired about our work. 


THIS YEAR, WITH WAR SCARES, labor threats, tax-“‘upping”’ and a host 
of other upsetting circumstances beclouding the underlying trend of business 


and prices, we feel entirely justified in making a similar “YEAR-END” offer. 


AS YOU KNOW, THE McGILL Commodity Service was built on one fun- 
damental premise, namely: Purchasing has become so important a phase of 
business practice that buying executives welcome a service devoting its entire 
time to the study and research in commodities thus providing dependable 
price analyses and forecasts. 

THIS PREMISE HAS BEEN overwhelmingly substantiated as we are now 
privileged to serve hundreds of organizations having a “‘dollar and cents” 


interest in the coming broad movements in commodity prices. 


OUR “YEAR-END” OFFER provides service at no charge until 1938 and 
under its conditions enables a purchasing agent to have our material during 
the rest of 1937—-GRATIS! If interested, use the coupon below and details 


will be forwarded by return mail. 








McGill Commodity Service, Inc. 








Taylor Bldg., Auburndale, Mass. 


Gentlemen: 
Please send me full details concerning your “Year-End” offer 








Name............ bee ees ; ieee Position. 
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YOUR LETTERHEAD IS THE VOICE OF YOUR BUSINESS 





WHEN THE TOWN CRIER CALLED ... . the whole town hearkened to his voice. It was lusty 
It was loud. It was listened for and listened to, for it was the voice of assurance that all wa 
well, the voice of excitement when there was news to tell, goods to sell. . Business agai 
calls its wares and tells its story —but to millions. One of its most potent voices is its daily corr 
spondence, for in every written communication paper is the voice. +» How clearly and confidently 
do you speak with this voice? How well does it represent your business, your product or you 
service? The difference between a good voice and a poor voice is determined by the paper yo 
use. The best papers are made from rags. They speak with assurance and with that crispness ot 


quality always recognized and always honored. 


RAG CONTENT PAPER MANUFACTURERS 


122 East g2nd Street, New York 


FINES PAVERS FOS L&TISEREBREADS, LEDGERS AND INDEX RECORD 





| THE BEST PAPERS ARE MADE FROM RAGS | 
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TAKING CHANCES / ‘ 
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It was a hot day, the sea looked of established integrity. Such firms 
inviting, and though the P.A. had will supply a notarized affidavit 
been warned against sharks, he saw that their products are sterilized 
no harm in just a little dip. and conform to standard specifi- 
And now is he surpriesd! cations. Any member of the Sani- 


tary Institute of America will pro- 


Of course there’s a Moral: If a oe ey 


you use wiping cloths don’t take 
chances with unknown and un- Insist on the Institute Label on 
labelled products. Deal with firms Every Bale of Wiping Cloths. 
. 2 
THIS ADVERTISEMENT SPONSORED BY THE FOLLOWING MEMBERS OF 
THE SANITARY INSTITUTE OF AMERICA 
BROOKLYN, N. Y.—American Sanitary Rag Co., 600 Degraw St. 
BROOKLYN, N. Y.—Delia Waste Products Corp., 1557-61 Dean St. 
BROOKLYN, N. Y.—Godfrey Cotton Products Corp., 601 Sackett St. 
CHICAGO, ILL.—American Cotton Products Co., 2512 S. Damen Ave. 
CHICAGO, ILL.—American Sanitary Rag Co., 1001-15 W. North Ave. 
CHICAGO, ILL.—Central Mills Co., 3920-60 S. Loomis St. 
CHICAGO, ILL.—Chicago Sanitary Rag Co., 2137 S. Loomis St. 
CLEVELAND, OHIO—Mansco Corp., 3524 East 74th St. 
CLEVELAND, OHIO—Wiping Materials, Inc., Room 216-1836 Euclid Ave., W. H. Martin, Rep. 
HAMILTON, OHIO—Philip Carey Mfg. Co., Leshner Division, 1240 Central Ave. 
PITTSBURGH, PA.—Armstrong Sanitary Wipers Co., 1233 Spring Garden Ave., N. S. 
PITTSBURGH, PA.—Wiping Materials, Inc., 320 Empire Bldg., J. M. Evans, Rep. 
PITTSBURGH, PA.—Scheinman-Neaman Co., 1024 Vickroy St. 
ST. LOUIS, MO.—Wiping Materials, Inc., 2000-28 N. Main St. 





For complete Institute specifications write any member or 
The Sanitary Institute of America, 10 8. LaSalle St., Chicago 
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There is only one CHAMPION 
COAL—deep mined, hard struc- 
ture coal from the famous Pitts- 
burgh Seam... mechanically cleaned and refined to meet the most 
exacting requirements for steam, gas, by-product and domestic purposes. 
It is low in ash and sulphur, but exceedingly high in heat. Champion 
Coal is an exclusive product of 


PITTSBURGH COAL CO. PITTSBURGH, PA. 


District Sales Offices 


Boston, Mass. . .. Baltimore, Md... . Buffalo, N. Y. ... Cleveland, Ohio .. . Detroit, Mich. ... Erie, Pa... . New 
York City... Pittsburgh, Pa... . Philadelphia, Pa., . . . Sault Ste. Marie, Mich. ... Utica, N. Y. Youngstown, O. 
PITTSBURGH COAL COMPANY OF WISCONSIN .. . Duluth . . . Superior . . . Minneapolis . .. St. Paul. 


MILWAUKEE WESTERN FUEL COMPANY, Milwaukee, Wis. 
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This Directory is indispensable to all 
business executives, salesmen and 
purchasing agents who wish to do 

business in the 








ACCURATE 


The information on manu- 
facturers contained in this 
directory was compiled from 
the 1936 factory inspection 
records of the Department 
of Labor. 





FIRST 
SINCE 1933 


The Labor Department 
has not published a New 
York State Directory of 
Manufacturers since 1933, 
and The Journal of Com- 
merce has undertaken the 
publication of this present 
directory 1n_ cofaboration 
with the Labor Department 
of the State of New York. 


COMPLETE 


This is a far more com- 
plete volume of information 
than ever presented, and is 
absolutely invaluable’ to 
every executive, sales man- 
ager and purchasing agent. 








State of New York 


NOW 
READY! 


The only direct and authori- 

tative guide to the largest 

and richest industrial State 
in America. 


1,000 pages of vital in- 


formation presented in a 
fine, heavy buckram cover. 


Price $10.00 
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CONTENTS 


Here is what you will find in this Directory of 
New York State Manufacturers. 
1. List of 45,000 manufacturers, names of chief executives and 


purchasing agents. 
. Location of plants. 
. Description of products made, 


. Number of employes, male and female. 
. List of Public Utilities plants and their chief officers. 


Associations. 


. Alphabetical listing of all municipalities. 


. Population figures. 

. Fire insurance ratings. 

. Property valuation. 
11. Tax rates. 


2 
3 
4 
5 
6. List of National, State and 
7 
8 
9 
10 


12. Map of gas and electric utilities. 


13. Map of canals and waterways. 
14. Map of railroad facilities. 


This and other pertinent information will be presented in triple- 
indexed form and carefully arranged for easy and convenient 


reference. 


The Journal of Commerce, 63 Park Row, New York City. 
To insure prompt delivery, please enter my order for — 
of the Directory of New York State Manufacturers. 
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Savings Banks and Loan 


§ volume 
} volumes 
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IT’LL SURE PAY 
DIVIDENDS, BOSS 


INCLUDE 


MODERNIZE . 








ER COOLING 


EQUIPMENT IN YOUR BUDGET FOR 1938 


@ Frigidaire Water Cooling Equip- 
ment is one of the soundest invest- 
ments you can make in 1938. Day 
in and day out, year after year, it 
will pay you dividends. Dividends 
in comfort and health for the men 
on the job. And for you, dividends 
in goodwill, greater efficiency in 
every department—more produc- 
tion, fewer accidents. 

Frigidaire equipment also gives 
you a tremendous saving in dollars 
and cents over old-style methods. 
A saving so great that Frigidaire 
actually pays for itself in a short 
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time and continues to earn a big 
investment return for years to come. 
When we say “pays for itself” we 
mean just that. And we're ready to 
prove it to you by a FREE survey and 
estimate in your own plant. 

It will pay you to get complete 
details. Find out how little it costs 
you and how much it saves you to 
have cool, sparkling water 
throughout your factory. 





There is Frigidaire Water Cooling 
equipment for every need. Efficies 
dependable, economical. Investig. 
at once, and include Frigidaire equ: 
ment in your 1938 budget. For fre 
survey and estimate see your neares 
Frigidaire Commercial dealer « 
drop a line to Frigidaire Divisio 
General Motors Sales Corporatio: 
Department 81-10, Daytor 
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BE PREPARED 
TO TAKE A LOSS 


When paper is specified blindly, without con- 
sidering the cold facts upon which paper 
quality depends, losses are inevitable. @ To 
help you to buy bond paper more effectively, 
the makers of Nekoosa Bond have prepared 
“A Source Book of Bond Paper Ideas.” This 
book not only contains practical, profit-making 
suggestions and ideas for letterheads, sales 


and collection letters, forms, and direct ad- 


vertising pieces; it also demonstrates how 
Nekoosa Bond is scientifically pre-tested at 
the mill for every quality upon which bond 
paper value depends. Nekoosa Bond is a 
first-quality bond paper suitable for all busi- 


ness uses and is available in twelve colors 


©) IN] [D) and white, standard sizes and weights, with 
envelopes to match. At the left is a replica of 
QOAYGL the watermark which identifies it. 
NEKOOSA-EDWARDS PAPER COMPANY 
MANUFACTURERS OF NEKOOSA PRE-TESTED BUSINESS PAPERS « PORT EDWARDS, WISCONSIN 
(Attach this coupon to your business letterhead 
mene 


NEKOOSA-EDWARDS PAPER COMPANY 
Port Edwards, Wisconsin 





IF YOU EVER USE BOND PAPER, GET THIS 
BOOK “A Source Book” is quite unlike any- 
thing you've seen on bond papers. Handsome, Please send my free copy of “A Source Book of Bond Paper Ideas.’ 


interesting, informative, it's the sort of thing 





’ ; NAME _ —_ = as 
you'll keep permanently in your idea file. 
FREE to business executives, 25¢ each to POSITION. se — eS 
students. Mail the coupon now for your copy. , , : , 
Pp y py If you use mimeographing, you'll want our idea-stimulating 


portfolio “‘Nekoosa Mimeo Bond."’ Check here for a copy 





“For Ledgers That Balance in Black” contains a wealth of ideas 
for your bookkeeping department. Check here for a copy [| 


Make these tests “in you ant any paper Purch. 10-37 











FOLDING TEARING ERASING WRITING TYPING i PRINTING AyD} FORMATION Pay 

= 4 é 

<\ Le aT ~~ f CR 
— 


Sealfthe p papercan toke “Judge strength by the Dig in with an eraser “Wp heavy and light Your stenographer isa Ask your printer, whois Hold the paper against 
it. Try folding both with resistance the fibres and see how well the strokes and look forfea- critical judge of typa- experienced in printing the light and check for 
and against the grain. put up against tearing. surfacesizing standsup. thering of the ink lines. bility. Get her opinion qualityofvariouspapers 














mation and cleanness 
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Thousands Applaud 
Underwood Victories at Toronto 
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George Hossfield, won the World’s Typewriting Championship 
for the 10th time when he typed 139 net words a minute for 
one hour establishing @ new world’s record under Official 
International Contest Rules. 


HATTERING two long-standing, 
S world’s typewriting records, 
winning every championship on 
the program, Underwoods swept 
everything before them in the 
typewriter classic of the year... 
the Canadian National Exhibi- 
tion International Typewriting 
Contests held at Toronto, Canada, 
August 28th. 


Thus for the twenty-seventh time 


Underwood - the 
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the Underwood has demonstrated 
its complete mastery of the field. 
Yet only because of the applause 
that echoed from the rafters was 
the performance any different than 
that which business offices are 
witnessing every day. 

George Hossfield, in hanging 
up his new world’s record of 139 
net words per minute (highest 


speed ever attained under official 


7% x 
/| 


are 


3 
yA 


International Contest Rule 





simply proved what practical 





every typist knows... that 
Underwood does more work 
Jess time and with far greater 
curacy. Place a Champion on e\ 
typewriting desk in your off 
Every Underwood typewrite: 
backed by nation-wide, compa 
owned service facilities. 
Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPA 
Typewriters... Accounting Machines 
Adding Machines...Carbon Paper, i 
Ribbons and other Supplies E 
One Park Avenue, New York, N.Y. F 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World's Bu 


Copyright, 1937, Underwood Elliott Fisher ¢ 


Machine of Champion: 


PAGI 





YERSON has always carried only the higher quality steels in every 
class. Now they coe certify these steels and take a big 
step forward with a special plan for alloy steels. 


Never before could you be sure how different bars of standard 
alloy steels drawn from warehouse stock would react to heat treat- 
ment. Bars of the same standard S.A.E. analysis might be from differ- 
ent heats of steel and vary greatly in hardening characteristics even 
though they were well within the range of the standard specification. 


Now Ryerson brings you steels from selected heats in which the 
hardening characteristics, (analysis, grain size, etc.) are held in a nar- 
row range to give more uniform heat treatment response. 





With each order purchased, Ryerson furnishes a report giving the 
analysis and heat treatment characteristics of the steel delivered. 
Users of Ryerson Certified Steels do not have to run expensive analysis 
or hardening tests on each bar of steel, as they know from what heat 
the bars are rolled and how that specific heat will react to heat treat- 
ment. 


You will find many other advantages in the use of Ryerson Certified 
Steels. Let us tell you the complete story of how Ryerson can offer 
you such an outstanding steel service. 


Write for booklet B 6 that explains fully the Ryerson Certified Steel 
Plan. Address the nearest Ryerson plant. 


JOSEPH T. RYERSON & SON, INC., Plants at: Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, 
Buffalo, Boston, Philadelphia, Jersey City 


RYERSON 
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Reeovery---The Hard Way 
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WO years ago the Brookings report—based on a most exhaustive survey of the 
national capacity to produce and to consume—pointed the conclusion that a 
lasting and well founded industrial system could be built only on a policy of greater 


production and distribution at lower prices. That solution presupposed an eco- 
nomic set-up in which large scale operations would reduce costs to an extent where 
they would approach—-and presently come into balance with—an increased pur- 


chasing power resulting from more widespread employment. 


The business recovery that prevailed over the first half of this year was not 
attained by that formula. Production increased, and so did income. So likewise 
did prices, with the result that the effective purchasing power of the retail dollar is 
substantially less than at the time of the Brookings survey. Instead of better bal- 
ance, we have been dealing with larger figures that are just as far out of line as ever. 
On that basis, demand cannot support the expanded production program. We are 
learning that today. Even in staple food items, least flexible in respect to 
quantity requirements, people are buying in limited quantities and the retailer is 
suffering despite his higher price scale. 


Meanwhile the possibility of cost reduction has been jeopardized by the im- 
position of additional and rigid fixed costs in the form of increased taxes, higher 
wages, shorter hours, and other factors, which were capable of being absorbed while 
volume was rising but are seen as an impossible burden at the first natural recession. 
The current move to stimulate cotton goods trade through lower prices is made pos- 
sible only through the lower price of the staple—at the expense of the grower rather 
than through the beneficial operation of economic processes. 


Textile manufacturers are not alone in turning belatedly to a course that was 
charted for industry months ago. Another striking indication of policy trends is 
found in the general failure of producers to take advantage of the new resale price 
maintenance laws. To date this privilege has been invoked principally by the 
drug and cosmetic manufacturers and the book publishers—for years the leading 
proponents of such a plan. Few food manufacturers have taken the step, nor have 
the cigarette makers. Products making up the vast bulk of retail consumer purchases 
are still being distributed without resale price contracts. Among the major prod 
uct groups, only the automobile industry is reported as entertaining serious consid 
eration of the plan, and that in a rising market. Wherever consumer resistance to 
a high price level has made itself felt, there seems to be a distinct sentiment against 
obstructing outlet channels by such forms of price control. The need for wider 
markets, consistent with the practical capacity to buy, is clearly apparent. 


With higher fixed costs, the underlying data of the Brookings recommenda- 
tion may have to be revised, but it is still a sound economic plan. It will be more 
difficult to achieve today than it was two years ago, for there is little likelihood of an 
early withdrawal of the added cost factors. It is the hard way to recovery that is 
open now, but is the way that promises the surest and most permanent return to a 
balanced condition of active production and distribution. 


STUART F. HEINRITZ, EDITOR 
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HEN CONSIDERING the purchase of conveyor 

belts it is well worth while to conjure up a mental 
picture of the service conditions which they must meet 
before deciding what to buy. There are a good many 
different types of belts on the market and there is no 
use in getting one which is not designed to stand up 
under conditions to which it is going to be subjected, 
nor is there any point to getting one designed for heavy 
duty, and consequently expensive, when the service 
requirements are comparatively light. 
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The materials to be conveyed may be in the form of 
packages, in bulk, coarse or fine, wet or dry. They may 
be outdoors or indoors, travel fast or slowly, operate on 
a level, or up or down an incline. All belts have to with- 
stand tension, which may be high if the line is long and 
the materials heavy, and they must all withstand con- 
tinual bending around the end pulleys. Many belts 
must withstand a severe scouring action when carrying 
rough materials which are delivered to them by chutes, 
and under the same circumstances they are subjected to 
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heavy blows. For some services, as in the food in 
dustries, they must be made so that it is easy to clean 
them and keep them in good sanitary condition. There 
is also, of course, the wear due to the friction of the 
pulleys and rollers. These are some of the points which 
must be considered when ordering a belt, but there are 
a number of others, and one of the well-known belt 
manufacturers has developed a standard form (shown in 
Fig. 1) for its customers to fill out when asking for prices 
or recommendations. 
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Perhaps the best way to get a good idea of what co 
stitutes good quality in conveyor belts is to explain h: 
they are made. There are two general types of conve 
belts, known as rubber belts and canvas belts. 


Rubber Belts 


Rubber belts are made up of strips of duck impre; 
nated with rubber compound. Duck is made of cott: 
threads, those running lengthwise being called the wary 
and those crosswise the filler. Each strip has press: 
into it a soft rubber compound which is called th 
friction and which penetrates all the spaces between th 
threads. To make a belt, several of these strips, 
plies, are placed together and are vulcanized unde 
pressure, so that the finished product is a combinati 
of fabric and rubber which is tough, strong and flexibl 
The degree of strength, of course, comes from the siz 
the threads of which the duck is made and the numbe 
of plies assembled together. There are also variot 
grades of rubber compound, the better grades bei 
called for on the more severe services. Rubber con 
pounds suitable for withstanding temperatures up 
200°F are also available. 

Let us consider for a moment the case of a belt fi 
conveyor which receives its load from a chute, goes 
an incline, then along a level stretch, and is then u 
loaded by a traveling tripper. The change in grad 
means extra friction and tension from the pulleys 
quired to deflect its course, and the lift means ext: 
tension. The changes in direction mean that the ru 
ber compound, or friction, must be very elastic, as we 
as strong, and must be moisture resistant if the 
veyor is outdoors or the material wet. The outsi 
covering which is in contact with the conveyed mate 
must be thick enough and of such a composition as 
withstand the wear and tear to which it is subject 
The same is true of the edges of the belt, which mu 
have the rubber covering thick and strong enough 
protect them from tearing. A straight level run 
conveyor could have a belt with less plies, and a 
expensive grade of friction. 

In all of this, the duck which is used is of the great 
importance. It must be made especially for the pi 
pose. That is, ordinary duck such as is used for 
and so forth, is more or less closely woven becaus¢ 
stresses to which it is subjected are in all directi 
However, with belts, the pull is lengthwise, so that 
threads composing the warp carry the load. They 
therefore be close together. The filler threads should 
comparatively far apart for two reasons. One is 
space is needed for the impregnating friction a1 
other is that as the warp threads pass over and 
the filler threads there is a tendency for the forme: 
flatten out under tension and result in stretching. T! 
the filler threads should be smaller than the 
threads as well as relatively far apart. This is 
as ‘‘soft’’ duck. Duck is referred to in the trade b 
weight in ounces per yard, 42 inches wide, as well a 
the number of threads and strands per inch and 
length of the cotton staple used for the threads 
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Furthermore, the threads of both warp and filler 
should not be made of yarn which has been twisted too 
tightly, for it is essential that the rubber friction com- 
pound penetrate to the individual cotton fibers. In 
this way an elastic bond between fibers and threads is 
secured which allows them to move with respect to 
each other as the belt bends around the pulleys, and 


then to resume their normal relationship as it straight- 
ens out again. A good test, and a very simple one, 
is to tear off one ply and see how well the multitude of 
little sections of the friction at every opening between 
the threads of the duck hold and stretch before breaking. 

Certain types of bucket elevators are actually noth- 
ing more than belt conveyors operating vertically, cr 
nearly so, with buckets attached to the belt. This 
service is very severe for the belts, and they must be 
properly designed for it in order to give satisfactory re 
sults. The belts are subject to a tearing action from 
the bolts which hold the buckets to it, and as the belt 
usually passes through the material to be elevated there 
is likely to be a good deal of abrasive action from this 
direct contact. In other words, elevator service is in 
general more severe on the belt than conveyor work. 
In addition to this there is a loss of strength due to the 
holes punched in the belt for the bolt holes. Thus the 
duck should be woven to resist the tearing action of the 
bolts and there must be enough plies to make up for 
the loss in strength from the bolt holes. For this ser 
vice a “‘hard’’ duck is mostly used. 

It is also advisable, especially with thick belts for 


IMPERIAL BELTING COMPANY 


ENGINEERING DEPARTMENT 
CHICAGO 


Conveyor Belt Information 


Sune of our belt Brand | pngth Widt 


Customer's Name [rate 


| Converon Data 


Belt Speed F POM Horse Power to drive Conveyor 

Material, Kind Temp. (degrees 

Weight per cu. fi Weight per bushel 

Size of pieces: Average Maximum 

Wet, Dry, Acid, Alkal: Per cent of Mowsture 

Capacity: Tons per hr Av Mas Bushels per hr Av Ma 

Hours per day Conveyor is running 

Loading: Hopper, Spout, Automatic Feeder, Shoveled on. Describe fully and sketch on beck showing how materia 


strikes belt and how far it fails 


Discharge: Head end, Scraper, Tripper 


Tripper. Fixed, Movable, Automatic Dia. of Pulleys 
Is belt exposed to: Grit or Dust, Oils, Acids, Alkali, Fumes, Dempness, Water, Heat (Give Degrees) 


| Underline which and explain on following lines 


Mecnanicat Data 






Head Pulley: Dis Face Crows ot Fla 8. POM Lagged C1. Stee 
Tail Pulley: Dia F ace Crown or Fla RPM C. L. Steel 
Distance center to center Head and Tail Pulleys 
® conveyor horizontal of inclined 
| Vertical rise in feet Angle of Inclination, Degrees 
| Drive is at Head, Tail, Intermediate 
| If Tandem Drive give sketch on back of sheet 
| Carrying Rollers: Troughed or Flat Give dimensioned shetch on beck 
Spacing of Carrying Rollers Angle of Trough 
Return Rollers: Spacing Guide Rollers: Spacing 
Give Manufacturer and Type of Roller 


Take-up: Gravity or Screw Inches of Movement laches of Belt 
If conveyor changes its direction from inclined to borwontal does it have 4 conveyor roller or « large diameter pulley 
at the point where it bends or bridges 


Diameter of bridge pulley 







| How close to the pulley are the troughing idler 





Complete information is essential 
to secure satisfactory performance 
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elevators, to have the layer of friction between plies 
thick enough to form a skim coat over the fabric in 
order to provide plenty of rubber to take care of the 
distortion of the plies as they bend around the end 
pulleys, and to give better protection against the action 
of water and dirt which may gain entrance through the 
bolt holes or the cuts and bruises so likely to occur in 
elevator service 

In general terms it may be said that the construction 
of a belt for a given condition contemplates getting 
enough duck into it to deal with the maximum tensile 
stresses, without undue elongation and degradation of 
the cotton fibers, and then to protect the carcass with a 
wearing surface on top. The outside covers of friction 
compound for both conveyor and elevator belts depends 
as to thickness and quality on the character of the ser 
vice. There is no point to having a cover which will 
outlast the body of the belt, but it is wasteful to have to 
junk an otherwise good belt because the cover has worn 
off. Covers from '/s to , inch thick (sometimes 

gs and even '/s inch thick) are used for the handling 
of hot materials or hard lumpy materials and for short 
conveyors where the wear per foot from the loading 
chute is high. For grain conveyor belts, the cover need 
not be more than inch thick because the service 
is not severe. For materials such as soft coal, which ar 
only slightly abrasive, the cover should be from '/ 
to '/s thick, depending on the length of the belt and 
the method of loading and unloading it. 

The thickness of the cover for the pulley side is from 
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Boulder Dam 


Never in the history of human progress has there been a more 
ingenious engineering achievement than the famous ‘‘Boulder Dam.” 
Built in solid rock, with thousands of tons of concrete, reaching 
upward in fan--like splendor, this giant bulwark accomplishes the 
impossible, in harnessing the mighty Colorado River. Natural power 


once wasted, now serves a useful purpose. 
“AN-RAY INSPECTED” Alloy retorts, muffles, lead, salt and cyanide pots. 


BOOTH NUMBER C-20 


NATIONAL METAL EXPOSITION 





/ THE ELECTRO ALLOYS COM PANY\ * zi 


CASTINGS FOR HEAT CORROSION 
ELYRIA, OHIO 


Great Engineering Achievemene 


Sassi 
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'/39 to 1/16 inch, although on heavy 
elevator services where abrasive ma- 
terial is likely to get between the belt 
and pulley a '/; inch cover may be 
economical. The rubber compounds 
of which the covers are made may 
be varied to meet different condi- 
tions, such as excessive abrasive 
wear, high temperatures, to resist 
acids and other chemicals. Many 
grades of compound are available. 
Some are remarkably successful in 
resisting mineral oils and others in 
resisting animal fats. 

When we come to consideration 


Figure 2. 
Duplex belt system 
for longer life 


of service for high temperature ma- 
terials we find it necessary to specify 
one compound for handling, say, 
lumpy material with considerable 
air spaces, and a slightly changed 
compound for handling fine ma- 
terials which closely cover the belt 
and blanket it from contact with 
oxygen. The time in contact is also 
most important as no damage is 
done until the rubber cover itself is 
heated beyond the critical tempera- 
ture. Temperatures of 300°F aver- 
age are frequently met, and in 
some few instances much higher 





temperatures havebeen handled with 
success, but such instances are de 
cidedly special. 

Other examples showing how belt 
covers are specially designed for a 
particular service are, for instance, 
in the food industries and in package 
conveying. For use in canning fac- 
tories, and other branches of the 
food industries, the tops may be 
white rubber compound so that any 
lack of cleanliness is immediately 
evident. For certain types of pack 
age conveying the top surface is left 
unfrictioned canvas to permit the 
belt to slide under the packages 
when they become jammed at the 
end of the line. 

The following list gives the recom- 
mendations of one of the foremost 
rubber belt manufacturers for the 
most usual services for conveyor and 
elevator belts: 


Conveyor Belts 
For extremes of weight, abrasion and 
general hard usage in quarries and mines 
where the hardest and heaviest lump stone 
and ore are handled— 
Continued on page 57 




















































































































= Materials Usual Max a ’ ere es 
Use | eaiind no Temp. F Belt Treatment and Description Remarks 
| Baked Goods, Sanitary Normal Wax or | Untreated Bituminous 
FOOD | Dough, Flour, Odorless Untreated | or Wax can be used for 
STUFFS | Candy, Sugar, Washable Overcoat Smooth Coated vegetables dumped 
Frutt, Vegetables on from steam 
| a <7 cookers. 
Bone Char | 600° | ABC (Asbestos) 
FRAGILE Phonograph records, | Dry Normal Felt Face 1/3” to 1/4" felt Smooth, soft 
MATERIALS Delicate parts, etc. | surfaced belt Jinish 
; FLAT OR Veneer, Glass, Dry | Normal | Oil Plain, Black, 
SHEET GOODS | Tinflate, etc. | Red or Yellow 
| Coating 
GENERAL Ashes, Asphalt, Wet or Dry, Normal | Oil Black, Red 
CONVEYING Coal, Clay, Abrasive or Yellow 
OF Crushed Stone, etc. Coating 
BULK “ype . rey | aa . . 
MATERIAL Fertilizer, Lime, Wet or Dry 300° | Bituminous Acid and Alkali 
Chemicals, etc. and Heat resisting 
Cement Ores, Wet or Dry to 300° | Heat Bituminous | Heat Compound Hot conveying 
HEAT Fullers Earth, | Canvas problems subject 
RESISTING Foundry Sand, etc. over 300° | ABC Bituminous | Asbestos Patent to special 
SSISTI |——— ~ consultation 
Bottles, Cartridges, Dry, Hot to 1200° | All Asbestos Untreated 
Radio Filaments, etc. 
HIGH SPEED Grain, Seeds, etc. Dry Normal | Main Grain Very Flexible 
Bags, Boxes, Cans, | Clean, Dry Normal | Untreated, Plain Oil or 
PACKAGED toe aac a | Wax or Oil Yellow Coating 
GOODS sie Wet, Dirty Normal | Oil Black or 
Bituminous 
Assembly Parts Clean, Dry Normal | Untreated, Wax 
PRODUCTION Metal Stampings Clean, Oily Normal Plain Oil 
WORK ° es 
Upholstery, etc. Oily, Dirty, etc. | Normal Oil | Red, Yellow or 








| Black Coating 








Figure 3. 


Canvas belt treatments for special uses. 
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“If we would analyze why we do things the way we do 


them..... as frequently and as seriously as we inven- 


tory the coal and lumber.....we would be bigger men.” 





ROUTINE 


OWORKISAPRIVILEGE. The man out of a job 

may realize that, but how many persons who are 
regularly employed have such a concept of their task? 
Life may flow along too smoothly. A few rapids in 
the stream, or a little jolt to the road, or even a detour 
adds zest to the journey. The harder things of life, 
its uncertainties, its adventures, add flavor to experi- 
ence. A straight road is easier to follow but much 
more tiresome. Complacency is a sort of fungous 
growth—or call it barnacles, if you please— that slows 
our progress. Dry docks for human beings would not 
be such a bad idea. Perhaps we have stayed at one 
job so long that we are afraid to reach out and try for a 
new one. A good stiff jolt may be disastrous to our 
ego but its after effects may prove exceedingly bene- 
ficial. 

A purchasing friend of mine has related how, during 
the war, when there were scarcely hours enough in the 
day to accomplish the multitude of things demanding 
his attention, his staff undermanned, materials scarce, 
embargoes in effect, efc., ad infinitum, that one day the 
G.M. burst into his office, demanding the whereabouts 
of some very important forgings. The only reply was 
the familiar recital of unavoidable delays, broken 
promises and telegrams unanswered. ‘‘Well,’’ stormed 
the G.M., “‘one thing is certain, you will never get those 
damn forgings sitting in that easy chair!” The buyer 
had thought he was too busy to leave his desk, but he 
did leave it, and his hurried journey to the mills in a 
distant city accomplished results. Not alone that, 
but somewhat to his surprise the job survived the 
shock of his being away. 

Familiarity with our work may not breed contempt 
but it frequently has devastating effects on our initia- 
tive. Elbert Hubbard, who passed on to posterity 
some oft quoted statements about buyers in general, 
left us a further nugget of wisdom. Said he, ‘“‘Do your 
work with your whole heart and you will succeed—there 
is so little competition.”’ 





Some people give the impression of being human 
dynamos in the amount of work they turn out and the 
volume of energy that they display. Others are smooth, 
suave and unhurried, but with an enviable record of 


accomplishment. We marvel at these differences in 
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Taking the RUT out of 


FRED G. SPACE 
Purchasing Agent 
Seymour Mfg. Co. 


Seymour, Conn. 


character, although thoughtful reflection may awaken 
many pertinent questions. Are the duties of the one 
more arduous and does he need further recruits to his 
staff, or is he just naturally one of those busy bodies? 
With the other we wonder if he has some magic way 
of diverting his tasks and from his pedestal tell at a 
glance if his goods are properly purchased and his in- 
After 
all this is a practical world and we may find that the 


ventory in harmony with the market trend. 


secret of his clear desk is merely lesser tasks or perhaps 
Much can be accomplished in that extra 
hour after the desks are closed and the telephone has 


longer hours. 


ceased its clamour. 

In the realm of football, lateral runs across the field 
may cover a lot of territory and yield but little if any 
gain. 
may develop a better playing position. 


There is always the chance, however, that it 
It is at least 
more desirable than persisting in some other line of 
play that has repeatedly proven unsuccessful. If ver- 
satility in attack and defense are desirable on the foot- 
ball field why not employ similar tactics in business? 

A buyer cannot contact the trade year in and year 
out, particularly where his major purchases are in spe- 
cified fields, without his way of doing things becoming 
reasonably familiar to most of his vendors. It is 
beside the point as to whether his methods may or may 
not be popular with his suppliers but if life is a game 
and business a major part of it, why not develop more 
originality in our dealings so long as we play according 
to the rules? 

All of us know that the trader and trimmer type of 
buyer soon finds his moves carefully checkmated, 
whether he recognizes itor not. The over-trusting type 
who sometimes remind me of Webster and his “Timid 
Soul,’’ although the species is extant in the field of 
purchasing, are exceedingly few. Such buyers may 
in a measure be popular with the sales fraternity but 
not very heavy profit producers for their companies. 
There is a tendency on the part of some people to as- 
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sociate a keen and analytical approach to the prob- 
lems of buying with sharp practice. The buyer’s 
prerogative to weigh and consider the offerings that 
come to him is frequently lost sight of. More than 
one sale has been lost because the vendor evidences 
poor sportsmanship. This would be a colorless and 
monotonous world if we all acted and reacted alike, 
and it is on the principle that we differ one from an- 
other that I offer the suggestion that we reflect and 
develop our own individualities in the field of business. 
Do it all within the rules of the game but not to a 
standard pattern. 

If we would resort to a self-analysis as to just why we 
do the things in the way we do them at as frequent in- 
tervals and on as serious a basis as we inventory the 
bolts and nuts, or the coal and lumber in our own plants, 
it is possible that we would be bigger men as a result. 
One thing is certain, it would develop character, which 
has a way of revealing itself without any visible effort 
on our part. May I submit that no two characters 
are identical? 

Again in the parlance of football, what can be more 
wasteful in time and effort than continually running 
the ball out of bounds? There is no gain and each at- 
tempt brings us back. It may be spectacular, but the 
measure of accomplishment is about on a par with the 
captive squirrel who dashes furiously around and around 
in his revolving cage. We are admonished to keep 
our temper within bounds. Why not a little more 
effort to keep our judgment within bounds? An ad- 
vancing market, for instance, may not be altogether 
to our liking and we may insist, argue and debate, but 
—in plain English—unless we mount the bandwagon 
we are left behind. Wishful thinking has a way of 
leaving us out on a limb. Kicking over the traces, 
playfully or with a purpose, may reveal our immaturity 
or it may be a turning point in our career, but it also 


may leave a scar. Keeping within the bounds of 


moderation may bring us to the goal more quickly. A 
driving, torrential rain is very revealing as to the power 
of the elements but it washes and gullies the soil, packs 
it down and runs furiously to the sea while a more 
gentle rain has a way of reaching to the roots of things. 
Hobbies, for instance, are as a rule highly diverting 
and much to be desired but even hobbies may carry 
us too far. Golf is a good thing, also membership in 
one or more service clubs, providing they do not ac 
quire a monopoly of our time and thought so that the 
main tasks and purposes of our lives suffer thereby 
Discipline may be unpleasant, but those of us who are 
fortunate enough to come under its rule and to feel its 
effects early in life may well testify that it at least keeps 
us within bounds. The necessity of discipline, by the 
way, does not cease when we have passed adolescence 
It requires discipline to think straight. To those 
of you who doubt this, just try devoting an hour some 
evening to quiet thinking on a particular subject and 
observe how far afield one can wander and to no par 
ticular purpose. As we grow we keep reaching out 
That is the reason that biography is so fascinating 
The career of a successful man is invariably thrilling 
and while this reaching out process so frequently calls 
for many detours, nevertheless when the last chapter 
is written we decide that his accomplishments were not 
(Continued on page 44) 



















Too smooth and straight a road stifles initiative, growth and skill. 
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That's what I call complete national distribution.” 
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SILHOUETTE STUDIES 


19: 


So YEARS AGO, a middle west- 
ern manufacturer of bakers’ 
machinery had the bright idea of 
suggesting to a young man in the 
drafting room that he take a turn 
on the road as a bill collector. The 
youngster was personable, self-con- 
fident, and full of ginger. In his 
brief but varied business record 
there was a story of how he had 
once taken a swing at an officer of 
the company who carelessly used 
the ‘‘short and ugly word,’’ had 
chased him all over the works, and 
then negotiated an honorable peace 
which left him still in good standing 
at his job. Altogether he seemed a 
likely fellow to get results on some of 
the more troublesome delinquent ac- 
counts. 

The young man readily accepted 
the suggestion, and drew as his first 
assignment a particularly aggra- 
vated case. The customer had re- 
fused payment, he was _ rather 
vaguely informed, on the grounds 
that the machine didn’t work prop- 
erly. 

He went to the customer and an- 
nounced his errand. The answer 
was a lengthy tale of woe on the 
shortcomings of the equipment. 
His information regarding the cus- 
tomer’s complaint had been some- 
what of an understatement. The 
contention was not that the ma- 
chine operated improperly; it 
didn’t operate at all. He asked 
permission to look it over, and was 
taken out into the shop. There the 
story gradually unfolded in greater 
detail. The customer had elected 
to have his own master mechanic 
erect the machine rather than using 
the services of a factory representa- 
tive. Several of the parts had been 
put in so that the motions were op- 
posed instead of working together. 
There were even a few pieces left 
over; one of the most essential cut- 
ting devices had not been put on at 
all because the mechanic saw no 
reason for it. 
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The young bill collector called 
for a pair of overalls and a helper. 
He stayed on the job until the ma- 
chine was set up as it should be, and 
until it turned out a thoroughly 
satisfactory product. Then he 
went back to the office and col- 
lected a check in full payment. 

The incident is not especially 
significant as a milestone in a busi- 
ness career in which only a few 
weeks were spent at credits and 
collections. But it is an excellent 
illustration of several traits that 
characterize the man—his instinct 
for straightforward dealing, his con- 
structive approach to a problem 
from its very fundamentals, his 
practical knowledge, his fair and 
reasonable attitude, and his capa- 
city for getting results. 


OR NEARLY TWENTY YEARS those 
F gustities have been successfully 
applied to purchasing, for one of the 
country’s largest and busiest manu- 
facturing organizations. Asked to 
express his philosophy of the buying 
job, C. G. Bunnell sums it up in a 
very few words: ‘‘Keep your cards 
on top of the table.” And he ex- 
pects the man on the other side of 
the table todo the same. He claims 
no special credit for this attitude, 
for his creed is definitely and in- 
separably a part of himself. It is 
reminiscent of Bobby Jones’ famous 
remark when he called a penalty 
shot on himself in a championship 


match: ‘It isn’t a case of sports- 
manship; it’s simply refusing to 
cheat.”’ 


“Bun’’—to use the informal and 
affectionate name by which he is 
universally known—was born in EI- 
mira, N. Y., on May 14, 1875. He 
comes of good American stock. 
His parents implanted deeply in 
him a sound appreciation of the 
responsibilities of good American 
citizenship—the doctrine of useful 
work, rugged self-respect, coopera- 
tion, and the helping hand. 


Clayton Giles Bunnell 


After attending public and high 
schools in that city, he landed his 
first job as an apprentice draftsman 
with the Payne Engine Company. 
D. W. Payne was a West Pointer 
He put the boy through a rigorous 
course of training, taught him the 
fundamentals of engineering mathe 
matics, supervised his progress from 
blueprint boy up to the point where 
he was permitted to make tracings, 
drawings, and elementary designs 
“Bun’”’ learned a lot, and he stayed 
with the company until it went out 
of business. 

Then came a number of years in 
which he followed the career of a 
“traveling draftsman.’ This phase 
of his experience took him over a 
wide sector of the country as he 
went from one job to another. But 
unlike many others engaged in that 
wandering craft, he always had a 
new job and a better one before he 
moved along. The only time he 
was “‘fired’’ was on the occasion 
when he taught his boss to be more 
careful in his choice of epithets, and 
in that case he saw to it that he was 
properly reinstated before he re 
signed in good order. 


BRIEF RESUME of the experi- 
A ence he acquired during these 
years shows a varied and well 
rounded record. He worked at 
steam engine design in Elmira. In 
Chambersburg, Pennsylvania, he 
became familiar with hydraulic ma 
chinery. At Wilmington, Dela 
ware, he designed machine tools. 

Next he went to Brooklyn, New 
York, and did a _ considerable 
amount of original work on com 
plicated special machinery for the 
tobacco and cigarette industry. 
Here he participated in the design 
of the first commercially successful 
cigar rolling machine. His first ex 
perience with electrical equipment 
was with the Western Electric Com 
pany in Chicago. This was fol 
lowed by a turn at bakers’ equip 
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ment at Saginaw, Michigan, the 
scene of his brief interlude as a col- 
lector. Back to the east again, he 
worked at electrical design with 
the Crocker-Wheeler Company of 
Ampere, New Jersey. 

From Ampere, Bunnell went to 
Pittsburgh on June 1, 1905, to join 
the staff of the Westinghouse Elec- 
tric and Manufacturing Company. 
It must have been apparent to him 
then that he had found his proper 
niche, for the compelling urge to 
move along no longer asserted itself. 
In December of that year he re- 
visited Saginaw to claim as his bride 
Miss Maude Ward of that city. 
They established their home in 
Pittsburgh, and for thirty-two years 
“Bun” has worked amid _ these 
congenial surroundings, earning 
steady advancement to his present 
position of influence and responsi- 
bility. 

His first job with Westinghouse 
was in the drawing room of the In- 
dustrial Engineering Department. 
A little later he was transferred to 
the General Engineering Depart- 
ment, and then to the Sales Depart- 
ment. 

During the World War, another 
phase of the business temporarily 
assumed major proportions and im- 
portance. Bunnell was placed in 
charge of ordnance and shell con- 
tracts, and carried out this assign- 
ment in a highly successful manner 
for the duration of the emergency. 
It was after the war that he got into 
purchasing work, as buyer of ma- 
chinery and equipment. He con- 
tinued in that office until his appoint- 
ment as purchasing agent for the 
East Pittsburgh Works, where his 
abilities found wider scope. The 
natural sequel to this record was his 
subsequent selection to direct the 
purchasing activities of the whole 
organization, as General Purchasing 
Agent for Westinghouse, the posi- 
tion which he now holds. 


H’ BECAME A MEMBER of the 
Purchasing Agents Association 
of Pittsburgh in 1924. The con- 
structive and cooperative nature of 
this professional activity, its objec- 
tives of higher standards in buying, 
appealed strongly to him, and he 
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soon became a prominent figure in 
local and national councils. Judi- 
cial by nature and unhurried in 
making a decision, he is a forthright 
and vigorous advocate of the prin- 
ciples in which he believes, a tireless 
worker, and a natural leader who 
commands the respect and loyalty 
of his co-workers. 

He served successively as director, 
vice president, and president of the 
Pittsburgh Association, as national 
director, and as national vice presi- 
dent for District No. 6. His per- 
sonal interest in association affairs 
has not abated since his term on 
the national executive committee. 
Though he prefers now to remain 
in the background, he is a pillar 
of strength in the organization 
and is at present on the board of 
directors of the Pittsburgh chapter. 
He has presented several important 
papers at the national conventions 
and is a conscientious and effective 
committee worker. One of his most 
recent assignments has been to rep- 
resent N.A.P.A. on a Simplified 
Practice committee of the National 
Bureau of Standards. 


HE CHARACTER of Bunnell’s lead- 
5 peortem is unusual. Short and 
compact of build, courageous and 
positive in action, it is easy to under- 
stand his continuing interest in 
strenuous sports such as baseball 
and football, which he played in 
school days. He has the good com- 
petitor’s faculty of looking forward 
instead of back, and has little 
thought for the past except as it 
may enable him to steer a better 
course in the future. But he has 
nothing of the domineering or ruth 
less self-assertiveness that is fre- 
quently associated with these char- 
acteristics. Balance is his guiding 
trait, and cooperation his aim. He 
thinks of success in any undertaking 
as a group achievement, and insists 
that the credit must go to the group. 

Behind a manner that is some 
times inclined to be on the gruff side, 
those who come in contact with him 
—whether socially, as co-workers or 
subordinates, or in the normal 
course of business—are quick to rec- 
ognize his fair and sympathetic na- 
ture, and respond to it. Men 


quickly learn to accept him, without 
question, at face value. 


NHERENTLY SOCIABLE and inter- 
BW cstes in people, his home is 
known for its genuine hospitality, 
and his circle of friends is a wide one. 
One of his chief interests is in seeing 
that boys and young men are started 
right as they set out to take their 
part in the work of the world. In 
his own business, he makes it a point 
that the newcomer in his depart 
ment is thoroughly informed as to 
his concept of the purchasing func 
tion and its place in relation to other 
divisions of the company, and is im- 
bued with his own high standards 
for the conduct of the work. Out- 
side of the office, that interest is 
shown by his services on the board 
of directors of the Boy Seouts of 
America. 

Prior to the Pittsburgh conven 
tion of N.A.P.A. last spring, Bun 
nell was appointed chairman of the 
committee on the Shipman Medal 
Award, the highly prized symbol of 
recognition for outstanding service 
to the purchasing profession. Quite 
properly, the honor and the plaud 
its go to the medalist himself on such 
an occasion. 
“Bun” 
Gushée at the banquet session, and 


But to many who saw 
make the presentation to Ed 


concurred in the eminent wisdom of 
the committee’s choice, the thought 
occurred that in another sense his 
part in the ceremony, and the re- 
sponsibility which it represented, 
provided a comparable tribute—the 
expression of his purchasing col- 
leagues’ complete confidence in his 
understanding, judgment, and in- 
tegrity. 


—o. FP. H. 


National Income Up 


The Department of Commerce 
reports national income for 1936 
as 63.8 billion dollars, a gain of 
1935, and the largest 
improvement, both absolutely and 
relatively, for any year of the re- 
covery period. The net value of 
goods and services produced in 1936 
was 61% greater than the 39.5 
billion dollar total of 1932, the low 
year of the depression. 


16% over 
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How N.Y.U. Buys 


Efficient buying procedure under a 


strict system of budgetary control 


in which no account may be overdrawn 


N™ YorK UNIverRSITY has for 
more than a century ranked 
among the country’s leading edu- 
cational institutions. The Univer- 
sity Heights section of the Bronx 
takes its name from the 120-acre 
campus of the College of Arts and 
Science, Aeronautics and Engineer- 
ing. Here also is the Hall of Fame, 
commemorating the leaders in many 
phases of American life, its colo- 
nades commanding a broad pano- 
rama of Manhattan’s towers, 
across the Harlem River, and the 
Palisades, across the Hudson. 
But in meeting the educational 
needs of the world’s largest city and 
commercial center, the University 
has expanded greatly in size and 
scope. Its total student enrollment 
is now around 45,000, with a faculty 
of 1800, exclusive of the administra- 
tive staff. Business studies hold an 
important place in the new curricu- 
lum; there are colleges of medicine, 
dentistry, architecture, and applied 
arts. The classroom has _ been 
brought into the heart of the city, 
until the violet flag of the Univer- 
sity flies today over a dozen build- 
ing groups, from the Heights down 
to the Wall Street Division, almost 
at the southern tip of Manhattan. 
Among these various centers are 
the Graduate Department of Fine 
Arts, on Madison Avenue; the 
School of Architecture and Allied 
Arts, occupying three floors at 40th 
Street and 6th Avenue; the Medi- 
cal College, on 1st Avenue from 25th 
to 28th Street; the Dental College 
on 23rd Street near 3rd Avenue. 
Washington Square, where Green- 
wich Village and 5th Avenue meet, 
is the original site of the University, 
which now occupies the entire two 
blocks along the eastern side of the 
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in a series of case studies 
outlining the actual organiza- 
tion and procedure in repre- 
sentative purchasing depart- 
ments. 











public park. There are dormitory 
buildings to the south, and to the 
north is housed the newest venture 
in Adult Education, which is success- 
fully filling an important place in the 
new, complex urban life of busy 
people who feel the need and the 
urge for a continuation of organized 
study. The School of Law, the 
School of Education, and Washing- 
ton Square College are also located 
here. The School of Commerce 
has its center at the Square and in 
the Wall Street Division. 


Budgetary System 


The annual budget for this exten- 
sive and diversified plant amounts 
to seven and a half million dollars, 
of which about one and a quarter 
millions are expended through the 
purchasing department. The ne- 
cessity of keeping strictly within 
budgeted funds, as well as general 
efficiency of administration, led to a 
complete centralization of purchases 
in 1922. The purchasing plan is 
closely tied in with the system of 
budgetary control. Every dollar 
spent for materials and supplies 
throughout all the various colleges 
and departments, including altera- 
tions and maintenance in the exist- 
ing plant, clears through the pur- 
chasing office. 

The fiscal year of the University 
begins on July Ist. Prior to that 


time, each department head or 
chairman submits to the Dean of his 
school a detailed budget of his re 
quirements for the year. Any larg« 
items of equipment are specifically 
mentioned in this estimate, while 
supplies of a general nature are 
grouped under appropriate head 
ings. The Dean turns over the 
total requests for his College to the 
Chancellor, who presents them in 
total to the University Council 
(corresponding to a Board of Trust- 
ees or Directors) for approval or re 
vision. When favorable action has 
been taken, a credit is set up with 
the Auditor, identified by an ac 
count symbol for each department, 
and the department head is notified 
as to the amount at his disposal 
Only then can he originate requisi 
tions against the appropriation. 


Purchase Organization 


The purchasing department ot 
fices are located at Washington 
Square. The department is headed 
by Theodore M. Johnson, Super 
visor of Purchases, who reports 
directly to the Comptroller of the 
University. He has charge of the 
general departmental administra 
tion, and the Dental College book 
store, and handles the contracts for 
major items such as coal, paper, and 
glassware, also contracts for build 
ing alterations. 

There is an Assistant Supervisor 
of Purchases, who purchases build 
ing materials, maintenance, and 
laboratory supplies, and a buyer, 
who purchases equipment for the 
medical and dental schools. 

The departmental staff includes 
eight clerical and secretarial work 
ers, one of whom is in charge of fol 
low-up and invoice checking. 
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Central storeskeeping is not a ma- 
jor factor, for a number of reasons. 
The diversity of items does not lend 
itself to quantity storing. Deliver- 
ies of most purchases are made di- 
rectly to the requisitioning depart- 
ment. The metropolitan location 
makes it possible to depend largely 
on dealers’ stocks. Consequently 
the central storeroom is chiefly con- 
fined to stationery stocks and furni- 
ture. The storekeeper reports to 
the Supervisor of Purchases. 


Personnel 


Mr. Johnson, Supervisor of Pur- 
chases, is a graduate of the Univer- 
sity, receiving the degree of Bache- 
lor of Commercial Science in 1922. 
During his undergraduate course, 
he served for more than three years 
as night cashier, earning a consider- 
able share of his college expenses by 
this work. Graduating just at the 
time when the policy of centralized 
purchasing was decided on, he was 
asked to head the new department, 
and has remained in that office ever 
since. Under his guidance, it has 
grown from a one man job to the 
present complete and efficient or- 
ganization. For seven years he was 
also assigned as instructor for the 
University’s course on purchasing. 

Mr. Johnson has been active in 
the New York Purchasing Agents’ 
Association, where he has served as a 
member of the executive committee, 
and in the National Association, 
where he has been a leader in the 
work of the Educational Commit- 
tee. He is a past president of the 
Educational Buyers Association, 
which includes in its membership 
the purchasing executives of more 
than three hundred colleges and 
universities throughout the coun- 
try. Since 1930, he has been sec- 
retary-treasurer of that organiza- 
tion. 

E. H. Eisenhardt, Assistant Su- 
pervisor of Purchases, is a graduate 
of the University in the class of 
1937, and brings to the work exten- 
sive experience acquired as an as- 
sistant in the purchasing depart- 
ment of the Fuller Brush Company 
at Hartford, Conn. 

George Dietrich, Buyer, is also a 
graduate of the University, in the 
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class of 1936. His experience in the 
organization includes undergradu- 
ate service as manager of the book- 
store at the Dental College, which 
comes under the supervision of the 
purchasing department. 


Requisitions 


Purchase requisitions originate 
with the heads of the various de- 
partments, as indicated above. The 
requisition form (which is furnished 
also in the half size 8'/. x 5°/, for 
single item orders) is in triplicate. 
It requires approval by the Dean of 
the particular college. When that 
approval is secured the original and 
duplicate (blue) are passed along to 
the purchasing office. The tripli- 
cate (yellow) is retained as a depart- 
mental record. 

The requisition form is very spe- 
cific in stating that it is not an order, 
and that orders may be issued only 
through the office of the Supervisor 
of Purchases. In the section noting 
the date when supplies are wanted, 
the requisitioner is warned in bold 
type: “Please avoid rush orders!” 
There is a space for a number, which 
may or may not be filled in, at the 
option of the requisitioning depart- 
ment, as this is used only for their 
own records. 

When the requisition is received 
in the purchasing office, the first 
step is to assign a requisition serial 
number, which thereafter identifies 
the transaction in the purchasing 
and accounting records. This is 
indicated in the lower right hand 
corner. This number is then en- 
tered in a requisition register, ar- 
ranged by departments, correspond- 
ing to the budget accounts. The 
register records merely the number, 
the date of requisition and date re- 
ceived, and the identifying number 
assigned by the requisitioning de- 
partment. This record serves to 
collate all requisitions issued against 
each budget account and as a quick 
reference in the event that a ques- 
tion or follow-up is directed to the 
purchasing department regarding 
any requisition. 

Twice a day, the accumulated 
requisitions come to the desk of the 
Supervisor of Purchases. In this 
way he is constantly in touch with 


what is being asked for. It is within 
his province to question a requisi- 
tion as to quantity requested, 
whether a_ particular purchase 
should be deferred, or any unusual 
features. In this case it is referred 
back to the originating department 
for further consideration or is ruled 
upon by the Comptroller. 

Having gone over the complete 
list of requisitions, the Supervisor 
retains those on which he is to 
handle the purchasing and passes 
the rest along to the Assistant, who 
in turn selects those coming under 
his jurisdiction and passes the 
others on to the Buyer. 


Authority to Purchase 


The next step is to price each 
This may be a routine 
matter, based on the past purchase 


requisition. 


record, on an existing contract, or 
It may call for 
These are se- 
cured on a regular quotation form 


on filed price lists. 
competitive bids. 
if time permits, by telephone in the 
case of rush requirements. The 
latter contingency has largely been 
eliminated through a process of 
education and constant reminder. 
The request for quotation has one 
unique feature that has been worked 
out in conjunction with the legal 
department. It is phrased so that 
the quotation is actually an offer, 
valid up to a stated date. 
purchase order issued against that 
offer is actually an acceptance, con- 
stituting a contract without the 
necessity of a further acknowledg- 
ment by the vendor, though an ac- 
knowledgment is requested to show 
receipt of the order. There are 
spaces for nine items on this form, 


Then a 


and continuation sheets with spaces 
for sixteen additional items can be 
made a part of the form as required. 

Twice a day, after the estimated 
cost has been properly entered, the 
requisitions are sent to the Auditor’s 
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office. There the estimate is 
checked against the appropriate 
departmental budget account, which 
is indicated by a code number. A 
running balance of each account is 
maintained, one staff member de- 
voting part time to this record, and 
the work is facilitated by means of 
a Hollerith tabulating machine. 
When the Auditor ascertains that 
budgeted funds are available for 
the purchase, he returns the white 
original of the requisition to the 
purchasing office, retaining the blue 
copy for his own record, and debiting 
the commitment against the ac- 
count. 

Not until the white copy is re- 
turned, signifying approval for 
funds, does the purchasing depart- 
ment actually issue an order. Con- 
sequently, no budgeted account is 
procedure 
can be expedited in an emergency, 
by getting the Auditor’s approval 
by telephone, citing the amount, de- 
partment, and budget code number, 
but the regular routine is followed 
nevertheless, in confirmation and 
for purposes of record. 


ever overdrawn. The 


Purchase Order 


The purchase order can _ be 
promptly issued, since negotiation 
and pricing have been previously 
completed. The form follows gen- 
erally recognized arrangement and 
terms. It carries a number corre- 
sponding with the requisition num- 
ber, and refers to the vendor’s pro- 
posal for reasons detailed above. 
While delivery is made direct to the 
using department in most cases, in- 
voices in duplicate are requested to 
be sent to the purchasing office. 
About twenty thousand orders are 
issued per year. 

There are six copies, made out on 
a fanfold machine. All are on 
white paper, but they are distin- 
guished by the color of the printing 
(black, brown, violet, blue, orange, 
green) as well as by the printed des- 
ignation—original, duplicate, tripli- 
cale, etc. 

The original is sent to the vendor. 

The duplicate is used in the pur- 
chasing department for purposes of 
follow-up and also in checking in- 
voices. A special tabular form is 
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set up on this copy for the invoice 
record. 

The third copy goes to the receiv- 
ing clerk. This may be the person 
originating the requisition or, in 
some cases where a storeroom is 
maintained or where a bookstore 
manager or other employee has 
time to handle incoming packages, 
one individual may be assigned to 
do the receiving for an entire de- 
partment or college unit. When 
partial deliveries are made, a special 
memorandum is sent to the pur- 
chasing office. The triplicate copy 
itself is returned when all material 
has been received. 

The fourth copy goes to the origi- 
nator of the order as a permanent 
record of the purchase. 

The fifth and sixth copies are rec- 
ord copies in the purchasing de- 
partment, filed to provide a cross- 
index by serial numbers and by the 
vendors’ names. 

As issued, purchase orders are 
recorded in a register which consists 
of a mimeographed sheet, with 
columns for entering the order num 
ber, date, company, contents, and 
requisitioner. 


Past Purchase Record 


The principal record maintained 
by the purchasing department is a 
visible index of commodity items, 
on which all past purchases are en 
tered. It is subdivided by com 
modity classes, so that all glassware, 
plumbing supplies, etc., are found 
together, and arranged alphabeti- 
cally within these groups. 

At the head of the card are num 
bered spaces for the names of eight 
vendors. Each purchase is then 
entered, with columns to show ven 
dor’s number symbol, date, order 
number, quantity, price, unit, dis 
count, terms, f.o.b., department for 
which the purchase was made, and 
remarks. This record is 
sively used in pricing standard 
items, and provides a quick and ac- 
curate indicator of trends in use and 
price. There is no entry of re- 
ceipts, issues, and balance in stores. 
This is handled individually by de- 
partments, and on standard stores 
items the running inventory is kept 
in the stockroom. 


exten- 


The Supervisor of Purchases also 
has a periodical recapitulation of the 
depart- 
mental appropriation, drawn up to 
show a comparison with the corre- 
sponding period of the previous year 
and indicating in a general way the 


purchases against each 


progress of the annual purchasing 
program. 


Contract Policy 


On major items of fairly general 
application, it has been found 
advantageous to enter into contract 
About sixty such con- 
It is the policy of the 
department to issue such contracts 
for specific amounts and _ specific 
than the looser 
type. Quantities 
can be quite closely estimated in 
advance, but in actual 
there is considerable flexibility al- 


agreements. 
tracts exist. 


periods, rather 


“requirements” 
practice 


lowed, since a reasonable leeway in 
either direction is construed by 
vendor and buyer as coming within 
the scope of the agreement. 

One other form of contract de- 
serves mention. As noted earlier, 
building alterations come under the 
jurisdiction of the purchasing de 
partment. On such a requirement, 
not only are general proposals in- 
vited, but the various subcontracts 
as well are made the subject of com 
petitive bidding. Thus the Super- 
visor of Purchases himself is in the 
a general contractor 
with a competitive estimate on the 
complete job. It frequently hap- 
pens that his bids on the various 
component parts of the job offer 
enough economies to warrant hand- 
ling it in this way. 


position of 


In other cases, 
a general contract may be let. 


Special Purchases 


[t is to be expected that in pur- 
chasing for the many technical and 
scientific divisions, some unusual 
requests come to the buyer’s desk, 
involving more than ordinary atten- 
tion to locate a source of supply and 
equipment of the required quality. 
There is the further complication of 
technical vocabulary, which fre- 
quently makes it desirable for the 
Supervisor of Purchases to inter- 
view the requisitioner in person as 
the first step in determining what is 
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T. M. JOHNSON 


actually wanted. Thus a rather 
inexplicable request for an “‘incu- 
bator’’ turned out to be an elaborate 
air conditioning job, to produce a 
room in which temperature and 
other atmospheric qualities could 
be held at a very uniform level for 
an important series of experimental 
processes. 

Usually a talk with the requisi- 
tioner also gives the best clue or 
starting point in finding where new 
and unusual items may be obtained, 
for the idea may have originated 
from some scientific paper or follow 
the suggestion of a fellow scientist 
in some other institution. From 
such a reference it is possible to get 
at least one source of supply. 

Since it is the policy of the de- 
partment to get competition on all 
major expenditures, a frequent prac- 
tice is to have the manufacturer in 
such an instance prepare specifi- 
cations detailing what he proposes 
to furnish, and to submit these 
specifications to other manufac- 
turers for comparative offers. Rec- 


OcTOBER 1937 





ognizing the ethical proprieties in 
such a procedure, the department 
exercises special care to keep the 
entire transaction on a clear and 
open basis. The original manu- 
facturer is fully informed on what is 
to be done, and why. In the ma- 
jority of cases vendors welcome the 
assurance that all competitive pro- 
posals are to be on identical equip- 
ment, rather than running the risk 
of having their product compared 
with an inferior 
price alone. 


installation, on 


Other complications are 
to arise. 


likely 
For example, much of the 
technical research necessarily deals 
with unknown and con- 
sequently the purchase of materials 
and equipment, often quite elabo- 
rate in nature, may be experimental 
as well. 


factors, 


A recent example involved 
a considerable expenditure for a 
device which, though completely 
satisfactory so far as the specifica- 
tions were concerned, failed to ac- 
complish the results for which it had 
been intended, and the purchasing 
department was asked to secure 
permission for its return after sixty 
days of trial and use. While sucha 
procedure is contrary to all com- 
mercial custom, it is representative 
of one type of negotiation which 
this purchasing department is called 
upon to undertake in providing an 
efficient procurement service. 


Miscellaneous Policies 


The purchasing department has 
the complete cooperation of all 
University officers in insisting that 
all purchases be made through the 
of the Supervisor. Some 
difficulties were encountered during 
the early days in persuading men, 
who were accustomed to do their 
own ordering, of the wisdom of such 
procedure. consis- 
tently and conscientiously showing a 
desire to procure exactly what was 
needed, in accordance with the 
technical man’s specification, and 
by demonstrating the possibilities of 
extending the 


office 


However, by 


effectiveness of a 
fixed budget through expert speciali- 
zation in buying, an unusual degree 
of confidence has been earned. To- 
day the technical men are quite 
willing to delegate the commercial 





part of the transaction to the pur 
chasing department. 

On non-technical equipment s 
as desks, chairs, lockers, etc 
purchasing department has 
virtually a free hand, and substa 
tial progress and economies ha 
been made in standardization. 

Personal purchases for facul! 
members, utilizing the contacts a 
resources of the purchasing 
partment, amount to a considerab 
volume. While this practice is nm 
actively encouraged, it is accept 
as a legitimate function of the d 
partment, on the principle of exten 
ing the real income of the teachi 
staff, who traditionally work 
a lower salary scale than in 
industrial field. 

It has been mentioned earlier tl 
the opportunity for quantity pt 
chases is relatively limited. T! 
University, operating in conju 
tion with many other education 
institutions throughout the count: 
has met this situation by the pooli 
of similar purchases, 
through the agency of the Edu 
tional Buyers Association. 

Purchasing for an educatio1 
plant is an interesting job, in pa 
because of its great diversity, a 
because of the opportunity of init 
tive in adapting commercial prin 
ples and methods to a non-c 
mercial enterprise, performing a ré 
public service in organizing 
business administration and stret 
ing the mileage of the budget dolla: 

It is not an easy job. Contra 
to common belief, the summer is t 
busiest season. Education is a yea 
round job in the modern urt 
university. Besides this, with 
fiscal year dating from July 
there is a belated rush to utilize t! 
unexpended portion of budget 
propriations before the year expir« 
and the major task of planning t! 
year’s work immediately follow 

Modern educational policy con 
bats the idea of standardized ma: 
production. But the purchasii 
department at N. Y. U. is an « 
cellent demonstration of the fa 
that centralization and the obser! 
ance of sound business principl 
and procedure is not incompatib! 
with the highest educational ideal 


principal 
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Smelting with Coal 


HE TOTAL TONNAGE of coal used 
Ti smelting of ores in this coun- 
try is quite small. By-product coke 
has largely replaced coal in the iron 
blast furnace, oil and, more re- 
cently, natural gas have replaced 
much coal in copper smelting, and 
althouzh coal is still the principal 
reducing agent in zinc smelting, the 
amount consumed is not large. For 
all uses of coal in smelting, certain 
definite qualities are desired. Geo- 
graphical location, however, often 
determines whether these qualities 
can be specified. In some instances, 
the preferred qualities must be 
specified, regardless of cost. In 
others, quality may be sacrificed for 
lower cost, although the best qual- 
ity consistent with cost is usually 
the determining factor. 

Iron Smelting in the Blast Fur- 
nace.—Although anthracite, and to 
a lesser extent, bituminous coal, at 
one time were the principal fuels 
used in smelting iron in the blast 
furnace, they have been almost 
completely displaced by coke. No 
blast furnaces in this country are 
being operated using coal exclu- 
sively. 

Bituminous coal, however, is used 
with coke as the fuel in blast fur- 
naces in Jackson County, Ohio, for 
making high-silicon or ‘“‘silvery”’ 
pig iron. Thecoal comes from No. 1 
seam of Jackson County, Ohio. 
It is used to the extent of about 25% 
of the coke in the charge. It is a 
hard, lustrous, free-burning, non- 
caking coal, and is low in ash, under 
5%; low in sulphur, under 0.6%; 
and its ash is of exceptionally high 
fusion point, over 3000°F. This 
coal aids in the production of the 
high temperature needed for the 
reduction of silica and its low sul- 
phur content helps to keep the sul- 
phur content of the pig iron low. 

Copper Smelting in Reverberatory 
Furnaces.—For a long time, rever- 
beratory copper-smelting furnaces 
were fired with lump coal burned on 
' grates ina fire box. Later, lump coal 
was displaced by pulverized coal 
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burned directly in 
chamber. 


the smelting 
Requirements for coal 
used in the smelting of copper are 
not rigid, although the use of coal in 
pulverized form brought about cer- 
tain standards not necessary in the 
older hand-stoking practice. 

The rank of coal is not ordinarily 
specified. Location of the plant 
largely determines the grade of coal 
used, and coals ranging from sub- 
bituminous to semi-bituminous are 
successfully burned in copper rever- 
beratory furnaces. High-rank coals 
have the advantage of being pulver- 
ized more easily than those of lower 
rank, although it is not necessary to 
grind sub-bituminous coal as fine 
for effective combustion as it is 
coals of higher rank. A difference 
exists in the grindability of different 
coals of the same rank and com- 
position. For efficient burning, the 
combustion zone must be larger for 
strongly coking or high-rank coals 
than for weakly coking or non-cok- 
ing low-rank coals. Hence, other 
things being equal, size of furnace 
and amount of charge and therefore 
the available combustion space may 
determine the quality of coal to be 
used when a choice exists. 

Any size of coal below about one 
inch can be fed to the usual pulver- 
izing apparatus, and run of mine, 
slack, or one of the smaller sizes is 
usually purchased, depending upon 
the price. 

When pulverized coal is used, 
deposition of ash in the flues and 
waste-heat boilers is troublesome if 
the ash content is high or the ash is 
of such low fusion point that it does 
not remain suspended in the gas 
stream. 

The increase in slag volume 
caused by the deposition of such ash 
in the charge is somewhat objec- 


tionable, although not of great im- 
portance because of the large 
amount of slag already present. 

At plants where low-ash coals do 
not carry a premium, as on the 
eastern seaboard and in northern 
Michigan, a maximum ash content 
of 8% is often specified. However, 
high-ash coal can be used. A large 
company in western Canada, be- 
cause of its location, found it more 
profitable to use a coal containing 
from 16 to 17% ash than a more 
costly coal of lower ash content. A 
plant in United States, 
situated near coal of high ash con- 
tent but distant from low-ash coal, 
specifies a maximum limit of 16% 
ash and charges a penalty for ash 
in excess of 12%. 


western 


Fuel of low sulphur content is not 
required in the smelting of sulphide 
ores, because the smelting product, 
matte, contains sulphur. A high 
content of sulphur present as coarse 
particles of iron pyrite often causes 
difficulties in grinding, as the pyrite 
accumulates in the grinding mill. 
Explosions and fires have been 
thought to be caused by such pyrite. 
In the smelting of native copper 
ores and other sulphur-free materi- 
als, as where metallic copper is the 
final product, the sulphur content 
of the coal must be limited; usually 
a maximum of 1% sulphur is speci- 
fied. 

Copper Refining in Reverberatory 
Furnaces.—Copper-refining furnaces 
are similar in design and opera- 
tion to copper-smelting furnaces 
and in most cases are smaller. 
These furnaces are used to produce 
refined copper from impure (blister) 
copper, scrap copper, or copper 
cathodes. In this practice, fuel qual- 
ity is of more importance than in 

Continued on page 48 
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9: Eleetric Power Production 


HEN THERE IS one certain com- 

modity which is used in the 
conduct of virtually all industries 
and businesses, the measure of the 
use of that commodity should pre- 
sent a fairly good indicator of the 
state of business and industrial ac- 
tivity. Such a commodity is elec- 
tric power. Moreover such figures 
are available weekly from the offices 
of the Edison Electric Institute, 420 
Lexington Avenue, New York, the 
only drawback being that these 
figures of production of electricity, 
as reported weekly, include the 
production for households, which 
are out of the fields of strictly busi- 
ness. Thus it is conceivable that 
when business is very bad, father 
will shut up shop, go home and play 
the radio all day, thus consuming 
more electricity than if he kept at 
work, to use a whimsical and exag- 
gerated example. 

Electric power production stands 
high as a business barometer in the 
eyes of the compilers of the New 
York Times weekly index of busi- 
ness activity. Thus they explain: 
“Freight car loadings and _ steel 
mill activity are assigned the heavi- 
est weights (25 points each) be- 
cause of their universally recognized 
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importance and reliability. Elec- 
tric power production is also heavily 
weighted (20 points), but its weight 
is slightly less than that assigned 
the first two because it is somewhat 
susceptible to temperature and 
weather changes, and occasionally 
to other non-business influences.”’ 
(Three other components are as- 
signed 10 points each.) 

As regards temperature and 
weather changes, an important rural 
use is for pumping water in irri- 
gated areas. Thus hot and dry 
weather would cause an abnormal 
use of electricity. 

The large commercial business 
and industries use about 50% of the 
electrical consumption, with small 
commercial, or retail, taking about 
19%. Other commercial users, 
much less important, are street and 
interurban railways (a diminishing 
factor), municipal street lighting 





Next Month: 
Pig iron 











companies, electrified steam rail 
roads, and municipal and miscel 
laneous uses. Domestic or house 
hold consumption is close to 20% 
Hence it might be said that th 
production of electrical power statis 
tics are 80% truly indicative 
business ebb and flow. Again, the 
compilations of the Edison Electric 
Institute are 90% complete, th: 
other 10% being estimated on the 
basis of known figures. 

The Federal Power Commission 
issues monthly reports on the pro 
duction of electrical energy in the 
United States, while the United 
States Bureau of Census takes a 
census of electrical industries every 
five years, the last one issued having 
been for 1932. 

Electric power production would 
be a more ideal barometer if read 
ings at consumers’ meters wert 
taken weekly instead of monthly. 
Then the classification of con 
sumption could be known weekly 
Now there is just one weekly figur: 
available, the records taken from 
the generating stations. The Edi 
son Electric Institute receives re 
ports from 400 such enterprises, rep 
resenting 90% of the industry 

(Continued on page 62 
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‘ 


This is the 


‘GOOD MORNING. 
Petrified Pickle Company.” 

And so the call from the outside 

was handled by the girl at the PBX 


desk, although as a matter of 
weather record a heavy fog hung 
over the ribs of the old city and the 
person calling was trying to dispel a 
headache generated the night before. 

“Good morning’”’ had been fixed 
by those studying the vocal frontier 
as always in good taste. So it is. 
It cut a rift in the fog and dissolved 
some of the “head.’’ No one can 
grow angry over a cheery ‘‘Good 
Morning.”” Possibly ashamed, but 
never angry. 

Unfortunately, buyers tend to be 
very short in their telephone re- 
sponses. This can be explained, but 
not excused. They usually are at 
the receiving end of the wire and are 
not forced to assume an ingratiating 
or insinuating manner. Conse- 
quently they tend to chop and clip 
and bite short the telephone be- 
cause psychologically it is always 
interrupting. Of course times 
change, and with sellers’ markets 
there may be a marked shift in 
manner. 

Nevertheless all voices are not 
cheery, reassuring or fog-lifting. 
In the first place, voices vary with 
individuals. In fact, they vary 
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THE VOICE 
with or without 
A SMILE 


For better or worse, the phone call gets 
its man, even when the toughest salesman 


can’t crash the gate. 


Excuse it, please. 


HOWARD W. ELKINTON 


Philadelphia Quartz Co. 


with the same person. A recep- 
tionist who may be bright as a 
daisy at nine in the morning may 
sound like an undertaker’s assistant 
asking for instructions by 4:45 


P. M. Then too, there are some 
voices that simply fail. ‘Good 
afternoon. This is the Petrified 


Pickle Company”’ may be the most 
unconvincing phrase of the day. 

To illustrate the point, I recently 
had a most disconcerting experience 
with a firm chiefly because the tele- 
phone operator had an unconvincing 
voice. Deliveries by the said com- 
pany were slowing down, and I 
wanted pickles. In fact, I had to 
have them. But every time I called 
the local office the young lady would 
answer the call in such a cheery 
tone that I was entirely uncon- 
vinced of her serious interest. She 
had an easy way of saying ‘‘Al- 
rightie”’’ and furthermore she ended 
her speech with a rising inflection 
which has its place in the parlor, but 
left me hanging. Finally, in des- 
peration, I jumped over the local 
office, a procedure excusable only in 
the most provoked cases, and called 
the factory direct, largely because 
that voice failed to convince me of 
the company’s attention to an or- 
der. 

The study of telephone voices 
has developed almost to a hobby 
stage. You know them. There 
are the voices that sing; rare but 
occasional. Some few people en- 
cumber their speech with a bit too 
much of a stutter or some trick of 


accent or pronunciation, sufficiently 
infrequent to permit the listener to 
accommodate himself to the man- 
nerism, but sometimes even a mild 
relief from the usual interlude. The 
inexcusable voice is the nasty kind 
that literally mistreats trade over 
the telephone. Some months ago 
a strange case of this type of tele- 
phonic bullying came to my atten- 
tion. To my very great surprise I 
found the office group so hesitant 
about calling this particular firm 
that they side-stepped whenever 
possible, and almost hobbled the 
work of the department. 
as the cause was known, there was a 
frank conversation with the local 


As soon 


manager, who knew that something 
was wrong but could not put his 
finger on the trouble. His index 
finger was tactfully guided to the 
sore spot—an unfit personality at 
the PBX board. 
placed, with a consequent repair of 


The girl was re- 


normal trade relations. He had 
actually beer losing business 
through the nasty voice. It was 


the most extreme case of my experi- 
But it can happen. 

The operators as a rule are well 
trained and, as a business group, 
do a fine job. 


ence, 


Not every ear is 
Buyers’ ears can be dull 
from over-use, from age, from men 
tal distraction. The report comes 
through that a representative of the 
Consolidated Bracket Company is 
in the Consoli- 
Never 
Continued on page 61 


sharp. 


reception room. 


dated Bracket Company? 


PURCHASING 


F. @. B. 


(Filosofy of Buying) 


EW YORK CITY’S purchasing department 

made headlines in September when Borough 
President Samuel Levy of Manhattan indignantly 
rejected a shipment of twenty-four cuspidors bearing 
the Swastika emblem and the ‘‘Made in Germany’”’ 
legend, and returned them with his compliments to 
First Deputy Commissioner of Purchase, Albert 
Pleydell. The rejection was based on two counts: 
(1) ‘“‘This sort of thing is unfair to American labor,” 
though the regulations permit purchase of foreign 
made goods when a price differential of 25% exists; 
and (2) “‘They are sleazy and inadequate, regardless 
of who made them.” Curious Cuthbert, uninformed 
as to the exact nature of the tests for spittoon-adequacy, 
wonders whether the decision might not have been 
reversed if the Borough President had qualified as a 
two-quid man capable of ringing up a hit on the 
Swastika with every shot. 


Supply/demand note: The City of Jackson, 

Mich., conducted civil service examinations 

last month for the position of assistant pur- 

chasing agent, left vacant by the recent res- 

ignation of Homer K. Curtis. Our market 

analyst reports the following situation: 
Supply—40 registered candidates. 
Demand—| assistant P. A. 
Market—$1,500. 


P. A’s Mother Goose 


Mister Farmer, 
Down in ’Bama, 
How does your cotton grow? 
Much too nice 
To keep the price 
From hitting a new low. 


There was an old buyer 

In Kalamazoo 

Who met so many salesmen 
He didn’t know what to do. 

So he started a keno game 

Out in the hall, 

And they played for his orders 
Without seeing him at all. 





Eeny, meeny, miny, mo, 
Where’s this market going to go? 
Will it sag or will it lift, 
Or will it merely stall and drift? 
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FOBias 


The chief who crabs at the time and expense of getting 
competitive bids on a $500 machine tool for the 
factory, but expects you to spend half a day locating 
a 50 cent gadget for his home workshop. 


The vendor whose idea of snappy service is to dribbk 
an order to you in a dozen small partial shipments. 


The office boy who dawdles half the morning in getting 
an urgently needed paper, but stands humming at 
your desk for twenty minutes waiting for you to get 
a flock of invoices ready for the Auditor. 


The foreman who picks out a tool for himself on a1 
emergency local order, and six months later sends 
you a requisition for replacement, specifying merel\ 
“as had.”’ 


The filing clerk who always knows exactly wher 
put a letter, but never where to find it. 


The salesman whose idea of geniality is to wring your 
hand, call you by your first name, and make frequent 
references to an obscure mutual acquaintance whi 
happened to be your pet antipathy at college. 


The office manager who keeps things in a turmoil by 
installing a new and more efficient routine every 
month. 


Competition is the life of trade—and of horse 
racing. But if there were as many dead heats 
on the track as among bidders, the sport would 
soon be abandoned. 


October being the appropriate month for 
spooks, it is not altogether surprising to find 
the ghost of AAA again raising its head to take 
a hopeful look around. 


HREE STRIKES ISN’T OUT in the game of 
fpr purchasing. Up in Bangor, City 
Manager Wallace appointed Lawrence B. Eddy to 
the purchasing job left vacant by a resignation « 
August Ist. At three successive meetings, the Council 
refused to confirm the appointment on the grounds 
that Mr. Wallace ought to do the buying himsel! 
But on the fourth try, nearly two months late, M: 
Eddy received their blessing—and the job. 
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TWO YEARS RESEARCH BACK 
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Socket 
x was 


Superior Cold-Forging 
Process Replaces Milling ACCEPTED ON MAKER’S REPUTATION! 
From Bar Stock 


25 YEARS EXPERIENCE IN COLD-FORGING 


GIVES PARKER-KALON AN ADVANTAGE 


It is an accepted fact that forg- 
ing adds ‘strength to steel—an 
strength is one of the essential re- 
quirements in Socket Screws. That 
is why Parker-Kalon decided in 
favor of cold-forging their Socket 
Head Cap Screws, Socket Set 
Screws and Socket Head Stripper 
Bolts instead of milling them from 
the bar. The cold-forging process 
provides against head breakage and 


other structural failures by retain- | 


ing the fibrous structure of the 
steel and obtaining a concentration 
of metal at all points subject to 
strains. 


Cold-forging retains un- 
broken fibrous structure and 
increases strength at points 
subjected to greatest stresses. 
Note alsc flat base socket— 
wrench seats to bottom. 


Scientific Heat Treatment 
Assures Unvarying Uniformity 


Uniformity of the physical and 
metallurgical characteristics of Par- 
ker-Kalon Socket Screws can be 
definitely depended upon because 
every size and type is put through 
an individual laboratory-controlled 
routine of heat treatment. 


NEW COLD-FORGED 


Industry Welcomes Latest 
Parker-Kalon Product 


iat dh Mbektsclid Mined! 


tion” . . . Salesman for 
Large Philadelphia Dis- 
tributor Reports 


Leading mill supply distributors 
and hardware jobbers all over the 
country who have already begun to 
introduce Parker-Kalon Cold-forged 
Socket Screws report that their 
customers accept them without 


SOCKET SCREWS | 


question or hesitation. Engineers 
and shop men take the quality of || 
these new products for granted, |!i 
| knowing Parker-Kalon’s reputation 
for producing screw products of the 
highest quality. 





One Philadelphia jobber’s salesman, 

after soliciting business for Parker. 
Kalon Socket Screws, writes: “J 

was frankly amazed at the -wonder-¥ 
ful reception which your product 
received and am greatly impressed! 
with the attitude of the larger 
screw users, which is: If the prod- 

uct is made by Parker-Kalon, it 
must be O.K.” 


New Products 
To Be Sold Through 
Recognized Distributors 


The new Parker-Kalon Cold- 
forged Socket Screws will be sold 
through recognized distributors all 
over the country consistent with 
the maker’s long established policy 
based on the confirmed belief that 
—‘‘distributors serve industry eco- 


nomically”’. 
> 
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LABORATORY PLAYS IMPORTANT PART 


The Parker-Kalon Mechanical, 


and Metallurgical 


Laboratory is a constant safeguard of the quality of 
Parker-Kalon Modern Fastening Devices. 
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huct’ 
pressed 
larger 


250,000 SPENT FOR 


= LABORATORY EXPANSION 





Parker-Kalon Equipment for Research, 
Development and Control of Quality 


Has ‘No Counterpart in Screw Industry 





It was obvious to Parker-Kalon 
hat in order to produce Socket 
crews of exceptional merit, it was 
bsolutely necessary to have com- 
lete facilities for determining the 
ood qualities as well as any short- 
omings of the Socket Screws al- 
pady on the market because only 
ith that knowledge could they 
tm out a product that would em- 
bdy only the good characteristics 
the others. 
They saw, too, that it was equally 
portant to provide the most 
odern equipment as well as a 
ghly trained personnel to main- 
in the standard of quality which 
is research would establish. 
ese very practical reasons ex- 
hin why Parker-Kalon invested 
re than a quarter million dollars 
expand the facilities of the 
rker-Kalon Mechanical and 
ptallurgical Laboratory. Every 
bdern scientific aid was provided 
the determination and control 
all physical and metallurgical 
racteristics which the uses of 
et Screws demand. 


tors of leading industrial pub- 
tions who have seen these facil- 
Ss proclaim them as having no 
nterpart in the screw industry. 





DETECTS VARIATION 
OF 171,000,000 OF AN INCH 


*S 


£ 


This amazing instrument de- 
veloped and built in the Par- 
ker-Kalon Laboratory checks 
gauye blocks used to maintain 
the accuracy of all production 
gauges. It is sensitive to varia- 
tions as minute as one mil- 
lionth of an inch, and gives di- 
rect readings. 





ment Ends 


Parker-Kalon Announce: 


Speculation 


About Its New Product 





RESULTS JUSTIFY LARGE EXPENDITURE 
OF EFFORT AND MONEY 





This month the attention of the 
metal working industry will be 
focused on the Socket Screws de- 
veloped by Parker-Kalon Corpora- 
tion who, while new in this partic- 
ular branch of screw manufacture, 
|has for years been recognized as 
la leader in the fastening device 
| field. 

Formal announcement of the 
| new line of products ends the inter- 
ested speculation concerning them 
| which .began when it became 
| know that Parker-Kalon was pre- 
| paring to enter the Sécket Screw 
field and, would offer a product of 
exceptional merit. Much was ex- 
pected of this concern because of 
the ingenuity it has frequently ex- 
hibited in producing meritorious 
| fastening devices, among which are 
|the now famous_ Parker-Kalon 
| Hardened Self-tapping Screws. It 
| was a commonly expressed opinion 
| that if Socket Screws could be im- 
| proved, Parker-Kalon would be 
likely to improve them. 





Task Took Over Two Years 


An executive of Parker-Kalon, 
describing the effort put into the 
new products, makes it clear that 
the Company took a big job upon 
itself when it decided to enter the 
Socket Screw field. He states: “It 
took well over two years of inten- 
sive research and development 
work to produce Socket Screws 
good enough to uphold our repu- 
tation. We had to do more than 
produce a ‘good’ product because 
good ones were already on the 
market. 

“In reviewing the work it seems 
that the biggest advantage we had 
was the ability to begin at the be- 
ginning, without preconceived ideas 
or existing equipment. We could, 
and did, take full advantage of the 
many ‘modern developments in 


metallurgy and in the mechanical 
arts. 











Spent Fortune In Laborato 


“We spared no expense to a¢ 
plish the result we were afte 
good example of that is 
the Parker-Kalon Mechanical 
Metallurgical Laboratory 

we invested a sizable 
the additional facilities nec« 
to develop Socket Screws 

highest quality; and to n 
that standard in production 


£ oy yt y 
rorvuune 


Details and Samples 


Parker-Kalon has concisely ¢ 
the details of their new 

Screws in an illustrated bu 
which is offered to users of 

Head Cap Screws, Socket 
Screws and Socket Head St 
Bolts. This bulletin togethe 
samples of the new 
inspection and 
upon request. 


product 
test will be 


QUALITY SAFEGUARDED 


From the rod to the finished prox 
uct Parker-Kalon Cold-forge: 
Socket Screws must pass 25 
metallurgical and physical in 
spections. 





N Ga forge SOCKET SCREWS 





THE MARKET PLACE 





Supply 


COAL 


ITUMINOUS COAL PRODUCTION ex- 
B panded steadily and substantially 
during September. From a tonnage of 
slightly less than 8 million tons in the 
closing week of August, output was 
over 9 million tons by mid-September 
(for the first time since March) and up 
to 9,485,000 tons the following week 
Production for the year to date is 8'1/.% 
ahead of 1936, but for some months 
past the current rate had been below 
the corresponding figures of a year ago 
until the recent expansion again sur- 
passed 1936 rates. It is expected that 
there will be some curtailment after 
the announcement of prices by the 
Commission, since there will then be 
little incentive for consumers to main- 
tain high stocks. The better grades of 
stoker coal are somewhat scarce, con 
tary to the general supply condition 


COPPER 


ELATED AUGUST STATISTICS showed 

both world and U. S. stocks of re 
fined copper increasing for the fifth 
successive month, indicating that in 
spite of well sustained industrial con- 
sumption, plus a substantial armament 
demand, production rates are definitely 
ahead of requirements. The world 
stocks of 328,611 tons, and U. S. stocks 
of 128,480 tons on September Ist, are 
both substantially under the tonnage 
of a year ago, and represent only about 
two months’ consumption, but a fur 
ther extension is not needed or desired. 
A 20% cut in production activity was 
made by producers on October Ist. 


COTTON 


FP XHE GOVERNMENT’S REVISED Septem- 

ber crop estimate was up to 16,098,- 
000 bales, as yield per acre reached a 
new all-time high of 228.5 pounds. 
Under the circumstances, CCC hold 
ings from previous years have been 
withdrawn from the market 
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A quick review of the market 


noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


a DEMAND FOR HEATING pur 
\J poses has increased, but require 
ments for industrial power have fallen 
below expectations. The past sum 
mer proved to be the dullest in several 
years. There has been some buying in 
anticipation of advancing prices undet 
the new Act, especially since it has bee 
ruled that 30-day deliveries on old con 
tracts will be regarded as violations of 
the law, thus putting the trade virtually 
on a spot basis at once. On the other 
hand there is a general feeling that 
there will be considerable delay be 
yond the proposed ‘‘deadline’’ dates it 
putting these prices into effect 





ete SALES OF COPPER wert 
the lightest in many months. Two 
days before the end of the month, the 
total was only 20,990 tons, but two ac 

tive days carried the month’s total up 
to 28,935, two-thirds of which was for 
December delivery Buying reluc 

tance was largely due to price uncer 
tainty, inspired by the weakness of 
European quotations, and the larger 
purchases of the closing days were mad 
on the market break. 


UGUST MILL CONSUMPTION of 580, 
000 bales was the best for this 
month since 1927. Currently, mill ac 
tivity on coarse grey cloths is about 
11% below the spring peak, but finer 


constructions are off by 35%. 


Market 


YRICES OF BITUMINOUS ADVANCED 

and strengthened during Septem- 
ber, 10 to 35 cents a ton, the higher pre- 
miums being asked for immediate ship- 
ments in view of a car shortage that may 
become more acute as the season ad- 
vance It is anticipated that the Coal 
Commission prices will represent an 
ther 15 to 20 cent rise, and most of the 
burden will presumably fall upon the 
industrial grades where price competi 
tion has been most severe, amounting 


t 


in some cases to a level below produc- 
ion costs. A factor of considerable 
nportance under such a development 
will be a restoration of the advantage to 
owners of captive mines, which aré 
specifically exempted from the applica 
tion of the law. For some time such 
owners have found it more economical 


to buy in the open market. 


Pesan COPPER PRICES DROPPED be 
4 low 13 cents in early September, 
but the domestic market maintained 
the 14 cent level that had been in effect 
since late April. Weakness in domes- 
tic prices appeared at mid-month, when 
scrap dropped 13/2 cent to 113/, and 
went down to 10/2 cents within ten 
days. Export prices were the next to 
fall, then brass and copper items were 
reduced '/. to 1 cent. The primary 
market broke to 13 cents on the 26th, 
and to 12 cents two days later, slightly 
below the London figure, subsequently 
recovering to 12!/2 cents, which ap 
pears to be the next level of stabiliza- 


tion. 


NPOT COTTON PRICES WENT into new 
\J low ground during September, with 
futures also off under heavy hedging. 
Textiles sagged further and are appar- 
ently steadying at the lower levels, 
where a satisfactory volume of trade is 
found. 


PURCHASING 






—- 















Boiler down—night call brings quick help 
from Scully. One of our officials received a call at 
his home at 10 o'clock one night. A boiler had broken 
down. We sent men to the warehouse, measured and 
cut the needed tubes and had them ready when called 
for at midnight. 






“We must have it in the morning.” Another 
emergency call came to us at 9 o'clock one night. 
Some Stainless Steel was needed for a rush job. We 
cut and delivered the order early the next morning. 


SCULLY STEEL 












CHICAGO + BOSTON «+ PITTSBURGH 


BALTIMORE 


UNITED STATES STER@ 


ST. PAUL 


IN 
EMERGENCIES 
TOO 


HEN an emergency calls for 

steel or steel products in a 
hurry, prompt service will save you 
many dollars. When such an occa- 
sion arises, call Scully. We will meet 
that emergency. 

And call Scully, too, for your 
regular requirements. We have huge 
stocks of steel, steel products, cop- 
per and brass in eight conveniently 
located warehousés. Try us. 

Phone, write or wire the Scully 
warehouse nearest you. And send 
for our handy, complete Stock List 
and Reference Book. It’s free, of 
course. 


YOU'LL LIKE 


lly Fr” 


PRODUCTS CO. 


Warehouses at 


NEWARK, N. J. ¢ ST. LOUIS 
CLEVELAND 
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Supply 


IRON and STEEL 


HE ENTIRE STEEL INDUSTRY, from 

ore shipments to the production of 
finished steel, slowed down in Septem- 
ber from the high rates of the first eight 
months, and seems to be adjusting it- 
self to a lower rate over the balance of 
the year. The operating rate dropped 
steadily from week to week, reaching 
74.4 in the closing week of the month, 
this being slightly below the 1936 rate 
It is to be noted, however, that even 
with this recession the record for the 
year as a whole is an excellent one. 
Consumers’ stocks are liberal, several 
major industries being supplied with 
sufficient metal for fourth quarter re- 
quirements at current rates. Senti- 
ment remains cheerful. 


LUMBER 


eps OF LUMBER AT the opening 
of September was at 73% of the 
1929 average. There was a sharp de- 
cline in production during the first 
half month, and a quick recovery to 
78% in the second half. Output was 
substantially above both shipments 
and new orders. 


NAVAL STORES 


— ROSIN IS IN a strong 
position. Southern stocks are 
low and are declining. At the begin- 
ning of the crop year, April Ist, stocks 
were 209,514 barrels. The September 
figure was down to 202,922. A year 
ago they stood at 326,000 barrels, and 
two years ago just under 500,000 
barrels. Receipts this season are 
20,000 barrels less than last year, and 
the season’s total is not expected to 
exceed 1936-1937. In turpentine, 
however, a serious factor is the sub- 
stantial quantity in government hands, 
under CCC loans. A sale of 20,000 
barrels from this stock figured largely 
in the price collapse of September. 


PAPER 


RODUCTION OF BOTH PAPER and 
ena eased off in September, 
the current rates being 11% and 16%, 
respectively, below the April peak. 
Canadian newsprint operations, on the 
other hand, are still expanding, and 
capacity is being extended by modern- 
ization and speed-up of equipment 
wherever possible. Wholesalers’ stocks 
of paper are reported as heavy, and 
newsprint users are also stocking up in 
anticipation of the higher contract 
prices for 1938. Foreign pulp supplies 
are limited. 
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Demand 


UYING OF STEEL PRODUCTS in 

September was up 15 to 20% over 
August. Export inquiry is good, 
though principally in small lots. The 
chief source of demand over the balance 
of the year will probably be among the 
lighter items, particularly tin plate 
and automobile sheets. The outlook 
for heavy steel is problematical, as rail- 
road buying and construction are lag- 
ging behind the anticipated volume. 
Some buying is being deferred because 
of declining stock values and the con- 
sequent business uncertainty. 


—aF 





(gece SHIPMENTS AVERAGED 
about 66% of the 1929 base—new 
orders 5 to 15% below shipments 
both considerably short of current out- 
put. 


EMAND HAS BEEN FAIR TO GOOD 

While buying policy has been 
largely of the hand-to-mouth variety, 
a strong basic demand is recognized, 
resulting in a good volume movement. 
Export trade has also held up well. 
Shipments of rosin for the first half of 
the crop year are 34,000 barrels ahead 
of last year’s record. 





EMAND HAS BEEN LESS’ THAN 
D anticipated for this season of the 
year, with folding boxboard in particu- 
lar lagging behind earlier estimates 
Fine papers and kraft have shown the 
best sustained demand. Shipments of 
newsprint on contract continue in good 
volume, and the demand for chemical 
pulp is moderately active. 


Market 


IST PRICES ARE UNCHANGED from 
L earlier announcements. The re- 
affirmation of ferro-alloy prices for the 
fourth quarter, despite more costly 
ores and the curtailment of foreign 
supplies, is another step toward keep- 
ing costs in check, but probable in- 
creased cost of coal is a factor that must 
be faced. Scrap prices are receding. 
From $21, heavy melting steel scrap 
dropped to $18.50 before the end of the 
month. There is a determined pressure 
from automobile makers for lower steel 
prices to help offset cost increases said 
to be 20% over 1936. 


rJ.HE LONG DECLINE IN BOTH hard- 
I wood and softwood lumber prices 
continued during September, despite a 
temporary recovery about the middle 
of the month. Southern pine quota- 
tions sagged from $23.66 to $22.76, 
and oak flooring from $90 to $88. 


gene PRICES FLUCTUATED IRREGU- 
LARLY during September. There 
was a net loss for the month, of less 
than 5%, with prices firming in the 
closing days and showing considerable 
independent strength. Turpentine, 
however, was exceedingly weak. Dip- 
ping to a new low for the year at mid- 
month, the collapse was disastrous in 
the closing week, with a price of 25!/, 
cents at Savannah and Jacksonville, 
the lowest in 39 years and 45% below 
the quotations of last January. The 
lowest price in 1936 was 40 cents. A 
3-cent recovery by October Ist still 
left this commodity far below previous 
levels 


f be GENERAL PAPER LIST IS FIRM 
and unchanged from a month ago 
Production costs have been rising and 
manufacturers believe a rise to be 
justified, but a marked improvement in 
demand will be necessary before the 
schedule is advanced. The board 
market is weaker, with recessions of 
$2.50 per ton noted in chip board, 
news board and kraft liners. Waste 
papers are also off, and domestic kraft 
prices are soft. 


PURCHASING 





OFFICE SUPPLIES & EQUIPMENT 








PASTE & MUCILAGE | 


Write for samples of our inexpensive desk 
jars, and get our low prices on ADHESIVES 
before you buy elsewhere. 





We have been supplying institutions, gov- 
ernment departments and large business 
erganizations for more than 50 years. 


Address Package Dept. 


THE ARABOLMFG.CO. | 
110 EAST 42nd ST. NEW YORK 














UNDERWOOD ELLIOTT FISHER 


SPEEDS THE WORLD'S BUSINESS 
* 


TYPEWRITERS 


Standard, Noiseless 
and Portable Models 


ACCOUNTING MACHINES 


A Model for every 
accounting need 


ADDING MACHINES | 











SELL YOUR USED EQUIPMENT 


We are in the market for Bookkeeping, Calculat- 
ing, Typewriting, Adding, Addressing, Dictating 
and Duplicating Machines. Good prices. 


roadway 


New York, N.Y 


Cable Address AUDBOORAL 








ARE WE ON YOUR 
LIST OF SUPPLIERS 


for 
Loose-Leaf 
BINDERS 
INDEXES 
and FORMS? 

Send for Complete Catalog 
THE C. E. SHEPPARD CO. 
4401 21st Street 
Long Island City, N. Y. 
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Mimeograph Supplies 


MIMEOGRAPH STENCILS 
CORRECTION FLUID 
DUPLICATING INK 


Exceptionally low prices. Write for samples 


AMERICAN BRAND SALES CO., INC. 
110 Grand St. New York City 











10-Key Adding-Figur- |MILLER LINE CARBON PAPER 


ing Machines 


SUPPLIES 
High Quality Ribbor 
and Carbon Papers 
* 


UNDERWOOD ELLIOTT FISHER CO. | 
One Park Avenue 


_ 
iw 


Sales and Service Everywhere 


WORLD'S LARGEST MANUFACTURER OF TYPEWRITERS 


Made in a complete variety of grades, weights and 
finishes, in all standard colors, and sizes. 


‘MILLER LINE INKED RIBBONS 


Made regularly in all standard colors and standard 


color combinations, record or copying, in seven de- | 


grees of inkings 


/MILLER LINE STENCIL INKS 


Made for Rotary Duplicating Machines—open drum, 
closed drum, fountain feed, portable. 


New York, N.Y. | MILLER-BRYANT-PIERCE CO. 


AURORA, ILLINOIS 


Direct Branch Service Everywhere 











TO MANUFACTURERS OF 
OFFICE SUPPLIES & EQUIPMENT 


This page offers you an inexpensive, yet effective means of 
presenting your merchandise to Purchasing Agents for 
approximately 8,000 of the country’s largest business firms. 
Write for advertising rates, circulation data, etc. 


PURCHASING 11 West 42nd St., New York 








THE AMERICAN PAPER PRODUCTS CO. 
EAST LIVERPOOL, OHIO 














Transparent Cellulose Holders 


| PROTECT SHOP ORDERS 


against water, oil, grease, dirt. Made in any 
size or style. end your form. We will send 
free sample to fit. 

Also used as envelopes for price lists, bulletins 
charts, diagrams, tags, stock room records, draw 
ings, specifications, catalogs, identification cards 


JOSHUA MEIER, Inc. 
36 East 10th St. New York, N. Y. 




















STAMP PADS are 


Send for Sweat Proof; Dust Proof; Outlive 
60-day samples any 5 others; and prolong life of 
rubber stamps. 

RIVET-O MFG. CO. 


10 Maurice St. 





Orange, Mass 
| nia lay 


SILENT CLIMAX No.3 
BPENCIL SHARPENER 
Oversize - All-Stee! ee 


Need not be 
fastened 





lm Sold by your Office Supply House 


THE GENERAL MANIFOLD 
& PRINTING COMPANY 


Franklin, Penna. 
Specialists in the Manufacture of 


Carbonized flap pay envelopes 
Social Security Payroll Voucher Forms 
Recording Beam Scale Tickets 


| Ready-for-use Duplicating forms of 
all kinds 


| Typewriter, Pencil & Hectograph Car- 
| bon Papers 





Teletype Paper Rolls 
“EVERTHING THAT'S CARBONIZED" 
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Supply 


PETROLEUM 


yee OIL PRODUCTION declined 
steadily throughout September, 
but at the close of the month the daily 
average rate was still at the very sub- 
stantial volume of 3,640,050 barrels. 
The Bureau of Mines recommendation 
for October is 3,568,100 barrels, 15% 
above actual production in October, 
1936. 


RUBBER 


OMESTIC STOCKS OF CRUDE rubber 
D were up to 171,052 tons on Sep- 
tember Ist, the first new increase in any 
month of 1937. Tonnage afloat was 
also high. All major producing coun- 
tries overshipped their quotas in Au- 
gust. Dealers’ stocks in Malaya were 
up 6,000 tons to 42,735, more than off- 
setting a slight decline in stocks at 
ports awaiting shipment. No change 
in quotas was made at the September 
meeting of the International Commit- 
tee. The principal threat to supply is 
now found in the possibility of shipping 
difficulties, as Japanese vessels carry a 
large proportion of this commodity. 


TIN 


HE INTERNATIONAL TIN COMMIT- 
bil at its September meeting in 
Paris, reaffirmed fourth quarter quotas 
at 110% of standard tonnages. This 
action was generally expected in view 
of the relatively small visible world 
supply, and with only Malaya produc- 
ing its full quota of metal. Tin ar- 
rivals in the United States amounted to 
6,000 tons, with 7,408 tons afloat on 
October Ist. Stocks in Exchange 
warehouses were 1,959 tons, down 
about 8% for the month. 


ZINC 


POT SUPPLIES OF ZINC continued 
S scarce, being down to 11,227 on 
September Ist, less than a _ week’s 
supply at current rates of ship 
ment, and comparing with 86,046 tons 
a year previously. Unfilled orders at 
the beginning of the month amounted 
to more than 107,000 tons, an all-time 
high, and practically a sell-out of do- 
mestic production over the balance of 
the year. By October Ist, this back- 
log of orders had been cut to 97,037 
tons. Despite an import duty of 1°/, 
cents per pound, supplies are coming in 
considerable volume from Norway, 
Belgium, Canada, Germany, and Po- 
land, and it is estimated that 20,000 
tons will come from these sources in the 
fourth quarter. Ore production was 
steady at 10,300 tons weekly, with 
stocks just short of 20,000 tons 
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Demand 


f how MOVEMENT OF PETROLEUM prod- 
ucts into consuming channels has 
been fairly well maintained in a routine 
manner, without any active buying 
interest. The fuel oil season is slow in 
getting under way. 





U S. CONSUMPTION IN AUGUST 
amounted to 43,650 tons, down 
5% from July and 11% from August, 
1936. For the first eight months of 
the year, consumption was 397,203, 
up 5% from 1936, though recent 
months have been below the figures of 
a year ago. 1936 set an all-time high 
consumption record of 573,000 tons, 
and it is now expected that 1937 will 
exceed this total by 15 to 20 thousand 
tons. 


he DURING THE FIRST HALF of 
the month was brisker than for 
some time past, but became dull in the 
second half. Tin plate production 
continued at 90 to 100% of capacity, 
with a large food pack in prospect. 
However, declining activity in steel 
and delay in bringing out new automo- 
bile models have dampened the out- 
look for large tin consumption. 


LUT iit! 


See 


. — 





EW ORDERS WERE RELATIVELY light, 
N as might be expected with the high 
level of business already placed. There 
was pressure for deliveries, however. 
An encouraging feature of demand is 
the fact that galvanized sheets are 
among the heaviest items in the backlog 
of steel orders, indicating continued 
requirements of zinc on the part of the 
galvanizers. 


Market 


§ hee PETROLEUM PRICE LIST showed no 

major movement during September. 
Retail gasoline schedules strengthened 
and the firmness was reflected in pri- 
mary markets. Kerosene also firmed 
Bunker ‘“C” fuel oil for industrial use 
was weak, and reported as selling below 
posted prices 


F" CTUATIONS WERE WIDE in the 
September rubber market, tend- 
ing steadily lower from a level around 
19 cents at the beginning of the month. 
In the closing week, spot quotations 
went to a new low for 1937, at 181/1 
cents, though showing strong resist- 
ance to the decline and recovering 
fractionally on factory buying. When 
action on 1938 quotas was postponed, 
a sharper break occurred, and as this 
was intensified by widespread liquida- 
tion of futures, the spot market 
dropped to 173/, cents as of October 1st 


pesos THE MONTH AT 585/s, tin 
C prices climbed steadily to 597/; at 
mid-month. The tide then turned 
the rate of decline being more rapid 
than the earlier advance and gathering 
momentum until the closing week saw 
an abrupt plunge to 553/s. The pre 
vailing quotation for spot Straits at 
the end of the month was 555/;. This 
market, characteristically sensitive to 
outside factors, reflects the general 
weakness in metals and the lack of con 
fidence in sustained high production 
schedules 


rJVINC PRICES WERE FIRMLY HELD at 
Z 7.25 cents per pound, East St 
Louis, until the very closing days of the 
month, with increasing tonnages being 
sold on the average price basis instead 
of on fixed quotation. For some 
months the domestic price level has 
been substantially above the world 
price, and foreign metal was offered at 
6.75, New York, as compared with 7.60 
for American metal. Brass special was 
up $3 per ton on the 15th, making a 
differential of $5 for this grade instead 
of the usual $2. The London market 
broke sharply at mid-month, and for- 
eign metal was reduced to 6.50, New 
York. On September 30th, the domes- 
tic price followed suit with a recession 
to 6.50, East St. Louis, or 6.85, New 
York. 
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TRINER 


Shipping Room, Parcel Post, Mail, Packing, Count- 
ing, Storeroom, Production, Food Products, Industrial 


SCALES 


Over 150,000 TRINER 
SCALES in U. S. Postoffices 


Designed for extraordinary weighing requirements 


—write today for literature and details 


TRINER SALES CO. 
1441 Merchandise Mart, Chicago, Illinois 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Just open up for in- 
stant removal of any 
misfit staple. 


Complete Inside Accessibility is the only real insurance 


against jamming, and the Swingline Speed Fastener is 
the only stapling machine that has it. Hence, a great 
host of Swingline users are daily enjoying untroubled 
stapling, confident in the knowledge that no staple, 
however faulty, can delay perfect operation longer than 


it takes to open up and dump it out. 


Uses standard size (Not Patented) staples. It tacks and 


Write 
PARROT SPEED FASTENER CORP. 


37-18 Northern Bled. Long Island City New York 


pins. Two desk models. Two hand-pliers. 





State Edueation Department 
Offers Purchasing Course 


The Massachusetts Department 
of Education has announced that it 
will again offer the course in Indus- 
trial Purchasing, which last year en- 
rolled 57 students from 35 different 
industries. The course is offered 
under the auspices of the University 
Extension Division. 

Joseph Sawyer, formerly purchas- 
ing agent for the Economy Grocery 
Stores Corp., and now associated 
with the R. H. White Co. of Boston, 
has been reappointed as instructor. 
Mr. Sawyer is a graduate of the 
Harvard Business School, has con- 
tributed extensively to business 
journals, and recently completed a 
study of centralized municipal pur- 
chasing for the Belmont (Mass.) 
Taxpayers’ Association. 

The course deals with the pur- 
chasing of supplies, materials, and 
equipment required by industry and 
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trade, those 


direct resale. 


except procured for 
It is intended for both 
men and women who are interested 
in the purchasing function and its 
relation to other parts of a business 
organization. The actual procedure 
and principles involved in purchas- 
ing are discussed, with illustrations 
from many different industries. 

Guest lectures will be delivered by 
William G. Morse, Purchasing 
Agent of Harvard University, and 
by Henry H. Stafford, Commodity 
Editor of Babson’s Reports, Inc. 

The course will meet on Wednes- 
day evenings, starting November 3, 
1937, at Room 36, Sever Hall, Har- 
vard University, Cambridge. En- 
rollment may be made at the first 
meeting of the course, or previously 
at the office of the Division of Uni- 
versity Extension, Room 217, State 
House, Boston. 








SORTER TRAY STAND 


Ideal for purchasing department 
sorting, desk-side reference and 
work file, follow-up and other uses 


The new Sher-Man Sorter Tray Stand 
14 inches of files, records, referenee ma 
etc., and makes filing and sorting fast 

easier. Used as a 

side file it keeps pape 
order and clears the 
top. Strong tubular 
stand has 









swivel caste 
easy move 
The steel tray 
14 inche 
tents, and h 
— able fo 
vailiabie in 
or leg size 
or fe ut 
shelf Choi 
brown 
wrinkle & 
finish. Write 
erature and 
Sherman-Mansc 
Furnished with or without Mfg. Compa 
hinged shelf 619 S. Kolmar A 
Chicago 


Write for new general catalog of typewri 
office machine stands 
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Pencil 


CARBON PAPER 


Will not stick, ‘‘tack’’, smudge n 
blue. Outstanding advantag« 
Greater Wear... Clearer impressio1 

. Deeper, more brilliant colors 
Blue and Purple. 


COLUMBIA RIBBON & CARBON MFG. CO 
Main Office and Factory: Glen Cove, I., L. N 





" ROYAL ~ 
WORLD'S NO. 
TYPEWRITER 





Phone the Royal Typewriter Company, Inc 
or the local representative—in your city 
a demonstration. Give it the DESK TEST 
. » «It costs nothing, proves everythin: 
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ORANGE CORE SEALING TAPE 


— Provides utmost protection at minimum cost. Its superior 
strength and certain-sure sticking keeps shipments “‘ship- 
shape.” Made of heavy northern Kraft, gummed with fast- 
gripping glue, Orange Core has won its spurs as America’s 
best-selling sealing tape. Get it today from your dealer—or 


Write for Free Sample Roll to 


MOORE & THOMPSON PAPER (0. 


220 East 42nd Street New York City 











Taking the Rut out of Routine 
(Continued from page 23) 


a matter of chance but a realization of a purpose, the 
threads of which form a reasonably clear pattern. 
Review the recent silhouette studies in PURCHASING 
and see if you do not agree. 

As we grow we also build. The salesman who really 
sells creates his market from a possibility. Just so, the 
purchasing agent to do an equivalent piece of work 
must know his requirements and his markets and with 
these as a basis develop his best possibilities into com- 
petent suppliers. The possibilities are there if we 
search them out and build upon them. 

A short time ago I heard a salesman criticizing the 
calibre of the average assistant purchasing agent who 
might happen to be the man to interview him in his 
round of visits. At the time I was impressed with the 
thought that he was distinctly out of bounds. Some 
assistant purchasing agents may be immature and lack 
experience but the same might be said of some sales- 
men. It might be well to remember that the assistant 
may eventually become the boss, and a friendly and 
constructive approach rather than a superior than 
thou attitude at their first meeting might easily have 
established a more profitable relationship. 

Markets are like rivers—they, too, get out of bounds. 
The depression years have been as a severe winter, 
retrenchment like a hard frost struck deep into the 
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business soil, the highways of commerce became rough 
and uneven, cracks or fissures made the going difficult. 
Property deteriorated, machinery became obsolete, 
inventories showed that the shelves were almost empty. 
But seasons and business cycles have something in 
common Suddenly 
business began to show an upward trend, a thaw set 
in and the winter of the depression poured its snows into 
the channels of trade. It was more than a freshet— 
in some instances it was a flood. 


they inevitably run their courses. 


Skilled help in many 
trades has become scarce, production is up, prices ad- 
vance, there are literally waves of buying that make 
the flood even higher. What do we find? The mar- 
kets are out of bounds. We have speculation, goods 
are difficult to obtain, partial embargoes are in effect, 
the cost of living advances, strikes and labor distur- 
bances become common and we wonder when the flood 
will recede. 

We may be reluctant to admit it, but the NRA did 
have its good points, and regardless of its measure of 
achievement one of them was its avowed purpose to 
keep business within bounds and to spare the country 
the extremities of a river that is a trickle today and an 
onrushing torrent tomorrow. The buyer is faced with 
the old dilemma of anticipating a rising market in his 
purchases and also remembering that the law of gravity 
has not been set aside and eventually prices will go 
down. Call it conservatism struggling with a desire to 
ride the bandwagon, but regardless of the metaphors 
we employ to describe it, the task is a difficult one. In 
plain English, it’s frequently a headache. 

When persons are out of bounds they cease to think 
straight. They are like some convention delegates 
When 
labor flies at the throat of capital, reason goes out of 
the window. 


who do things they would not do at home. 


They set aside the true meaning of the 
Psalmist when he said, ‘Trust in the Lord and do good, 
so shalt thou dwell in the land and verily thou shalt 
be fed.’”’ They forget that trusting is synonymous 
with work, and that being fed is the result of work. 

Is it not true that we are prone to landmark the years 
only with those things that appear to us as big, for- 
getting that bigness itself is unwieldy and less effi- 
cient? Henry M. Stanley, in speaking of his explora- 
tions in the dark continent, said that more of his fol- 
lowers were killed by insects than by elephants. It is 
the little things in the aggregate that offer the greatest 
challenge. The profession of purchasing as it is ex- 
pressed in the activities of the National Association of 
Purchasing Agents is an excellent testimonial to the 
progress that can be made when an organization holds 
fast to its true objectives and keeps its play within 
bounds. 


GEORGE C. EICHHORN has resigned as city pur- 
chasing agent at Greensboro, N. C., to join the pur- 
chasing and production staff of the Vick Chemical 
Company of the same city, under the supervision of 
Charles G. Yates, Vice President. 
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A general revision of Tennessee’s 
purchasing methods and the proce- 
dure governing contracts, account- 
ing and budgetary control, is being 
perfected by the State Administra- 
tion Department. A manual of 
regulations covering these operations 
is being prepared for distribution to 
all concerned. The practice of com- 
petitive bidding is being broadened 
and the use of standard specifica- 
tions will be general. An inspector 
will be added to the division. 


The State of Connecticut has 
already made substantial savings 
under the Purchasing Act of 1937, 
which became effective on July Ist, 
according to Edward C. Geissler, 
Supervisor of State Purchases. A 
new method of open competitive 
bidding has been installed, and re- 
quirements of the various depart- 
ments are being consolidated with 
good effect. As an example, Mr. 
Geissler cites a $3,000 order on which 
seventeen bids were received. He 
states: “By grouping requisitions 
of the Personnel Bureau, Labor 
Department, Public Utilities Com- 
mission, and several branches of 
the Public Welfare Department, the 
order was made so attractive” . 
that the State received a discount 
of 30'/,% on steel desks and files 
and 38% on chairs, whereas the 
former method would have brought 
a discount of only 15%. 


Centralized purchasing is a cam- 
paign issue in many municipal elec- 
tions this fall. At Greenwich, Conn., 
Candidate Leonard S. Clark (Dem.) 
pledges ‘‘a central purchasing agent 
for the town and a council of de- 
partment heads the day after elec- 
tion .. . . This will be a business 
man’s campaign. The town of 
Greenwich spends $3,200,000 a year. 
It should be spent in a business- 
like way.’’ And at Rochester, N. Y., 
the Republican platform states: 
“We favor the consolidation or co- 
ordination of the purchasing agen- 
cies of the County, City, and 
Board of Education, to secure 
greater efficiency and economy in 
the expenditure of public funds.” 

The township of Teaneck, N. J., 
this month institutes a new system 


Publie Purehasing Progress 


of centralized purchasing, with 
Township Clerk Howard B. Ward 
serving as purchasing agent. The 
plan was adopted after a careful 
study of the buying systems and 
practices of municipalities of vari- 
ous sizes and of a variety of public 
institutions. In a pamphlet calling 
for the establishment of the system, 
the advantages are listed as follows: 
“It gives the purchasing agent re- 
liable data on which to premise 
buying of material which is in regu- 
lar or constant use; when prices are 


high he may judge how long he ca 
operate on a ‘hand-to-mouth’ ba 
before the supply will be exhauste: 
when prices are low, he will knoy 
how large his orders should be 
meet requirements for a certai 
period..... It is not presumed that 
immediately noticeable benefits wi 
be established, but we are certa 
that if a centralized purchasii 
department is efficiently conducted 
with the cooperation of all th 
departments, our experience shou! 
justify its adoption.” 
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—the mark of the files with 
teeth shaped like those of a 


metal cutting saw. 


cut faster, with 


effort — you CUT in- 
stead of scrape. 
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WHAT DO YOU LAck? 


Man Y businesses s/ill lack 
certain types of ribbons and 
carbons that would make work 
easier, faster or more econom- 
ical. Their purchasing execu- 
tives may not know that Col- 
umbia is equipped to furnish 
ribbons and carbons in sheets 
or rolls for all types of record- 
ing, duplicating or manifold 
work. 


® Call for Columbia service 
and advice without obligation. 
Find the most suitable ribbons 
and carbons for your require- 
ments. Do 
YOUR problems remain un- 


not let any of 


solved. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 
Main Office and Factory 
Glen Cove, L. I., New York 
BRANCHES 


New York, Chicago. Philadelphia, Pittsburgh, 


Cincinnati, Nashville, New Orleans, 
Kansas City, Milwaukee, 


Minneapolis 
—also— 
LONDON, MILAN, SYDNEY, 
ENGLAND ITALY AUSTRALIA 
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PERSONALITIES 
in the NEWS 


E. L. Fries has been appointed 
general purchasing agent of the 
Union Pacific Railroad, with head- 
quarters at Omaha, Neb. He suc- 
ceeds U. K. HALL, who has been 
named general storekeeper of the 
railroad. Mr. Fries has been serv- 
ing as special representative of the 
Executive Vice President. 


C. A. KEEBLE has been appointed 
purchasing agent of the Union Pa- 
cific Railroad, with headquarters 
at Los Angeles. Mr. Keeble is a 
graduate of Occidental College, and 
has been engaged in railroad work 
during his entire business life. He 
came to the Union Pacific in 1918, 
serving in the stores department 
and chief engineer’s office before 
joining the purchasing 
tion sixteen years ago. 
ROBERT H. ADAMS, who retires 
after 37 years of service. Mr. 
Adams in 1901 became purchasing 
agent of the Empire Construction 
Co., which built a portion of the 
U. P. system lines, and joined the 
purchasing department of the rail- 
road two years later. He was 
appointed purchasing agent in 1930. 


organiza- 
He succeeds 


D. N. RUPERT has been appointed 
purchasing agent of the Pittsburgh 
Gage & Supply Co. He has for 
some time been connected with the 
sales department of the company. 
He succeeds L. L. BRENHOLTs, 
who has been elected president of 
the Harris Pump & Supply Co., of 
the same city. 


Dr. RUSSELL FORBES, Commis- 
sioner of Purchase for the City of 
New York, was one of the principal 
speakers at the annual convention 
of the National Governmental Re- 
search Association, held last month 
at Ithaca, N. Y. 


FOREST MOELLER has been ap- 
pointed to the newly created office 
of City Purchasing Agent at Lin- 
coln, Neb. BEN BOorKE has been 
named auditor in the new depart- 
ment. 


WARNER DEFOE has been trans- 
ferred to the Bridgeport (Conn.) 
office of the Kron Co., and will 
serve as purchasing agent of the 
company. 


FRED G. SPACE, Purchasing Agent 
of the Seymour Mfg. Co., addressed 
a meeting of the Connecticut Paper 
Box Manufacturers’ Association at 
the Hotel Taft, New Haven, Sep- 
tember 20th, on the topic, “‘Select- 
ing a Source of Supply.” 


CHARLES HENRY of Wichita, Kan- 
sas, has been appointed purchasing 
agent for Sedgwick County, effec- 
tive September 1. Mr. Henry has 
time been 


for some serving as 


deputy county clerk. 
W. G. 


has 


Oaks of Newland, N. C., 


been appointed purchasing 


agent for Avery County. 


Joun W. Davis, State Purchas- 
ing Agent for Vermont, addressed 
the Rotary Club of Burlington on 
September 20th, describing the op- 
eration of his department. 

JOHN T. 


twenty-two 


GOLDEN, for the past 
years associated with 
the municipal purchasing depart- 
ment at Lawrence, Mass., as in 
spector and weigher of coal, and 
assistant purchasing agent, has re- 
tired from active service, on a muni- 
VINCENT A. Doyut 
has been named acting assistant 
purchasing agent, succeeding Mr. 
Golden. 


cipal pension. 


D. D. MAcBETH has been named 
purchasing the Ferro 
Cleveland, Ohio, 
heading the new centralized pur 
chasing department which was es 
tablished on October 1. 


agent for 


Enamel Corp., 


DAN TRANER, Superintendent of 
the (Mass.) Hospital, 
dressed the annual convention of 
the American Hospital Association 
at Atlantic City last month on the 
topic, ‘““‘Advantages to Hospitals of 
Cooperative Buying.” 


Lynn ad- 
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Epwin R.* Mixes, Utah State 
Purchasing Agent and Vice Presi- 
dent of District No. 1, N.A.P.A., 
was the subject of a recent person- 
ality sketch in the Salt Lake City 
News series, ‘“Who’s Who in Salt 
Lake City.” 


Merritt A. CLINE has been ap- 
pointed purchasing agent for the 
Alexander Smith & Sons Carpet Co., 
Yonkers, N. Y., succeeding the late 
HERBERT G. GOLDING. Mr. Cline 
has been associated with the com- 
pany for fifteen years, and has 
served as assistant purchasing agent 
since 1930. 


Cot. WAYNE R. ALLEN, Pur- 
chasing Agent for Los Angeles 
County and formerly Vice Presi- 
dent of N.A.P.A. for District No. 1, 
has taken command of the 160th 
Infantry, California National 
Guard. Cov. ALLEN is a graduate of 
the Infantry School of the U.S. 
Army and of the Command and 
General Staff College at Fort 
Leavenworth, Kansas. He is a 
veteran of the Mexican Campaign of 
1916, served as a company com- 
mander of combat troops in France, 
and has for several years com- 
manded the 159th Infantry, of San 
Francisco. 


Roscoe C. HopkKIns, Secretary of 
the Kansas City Purchasing Agents 
Association, was recently re-elected 
for his ninth consecutive term as 
secretary-treasurer of the Secre- 
taries Forum of Greater Kansas 
City. 


WILBuR C. BRELSFORD has been 
appointed Director of Purchases 
for the Stanley Mfg. Co., Dayton, 
Ohio, succeeding CHARLES Jf. 
AucGustT, who has been transferred 
to other duties in the organization. 


CHARLES HANCOCK, Purchasing 
Agent for the Streets and Engineer- 
ing Department of the City of 
Springfield, Mass., recently com- 
pleted forty-two years of service 
with that department. Starting as 
a rodman in the Street Department, 
he won steady promotion, and was 
advanced to the purchasing office in 
1915. 
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*GET A 10-DAY DESK TEST FREE! 


Royal Typewriter Company, Inc. 
Department 
2 Park Avenue, New York City 


Please deliver an Easy-Writing Royal to my Street. 
office for a 10-day FREE DESK TEST. | understand 
that this will be done without obligation to me City State 
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e@ Right in your own office see what Royal will 
do for you! Try the Easy-Writing Royal exactly 
as it will be used —on your secretary’s desk! 
Observe the rhythmic action of this amazing 
typewriter—its accurate, easy response to every 
operator’s fingers. Notice the perfect precision 
of a Royal-typed page. Make the DESK TEST! 
The Easy-Writing Royal will speak for itself! 
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If —you were going to have 


AN OPERATION 





you would naturally depend 
upon the advice and skill of an 
expert surgeon .. . one with a 
reputation and in whom you 
have confidence. . . . That’s good 
judgment. . . . It’s good judg- 
ment, too, when meeting a dup- 
licating printed form problem, 
or are in need of either carbon- 
backed, or interleaved printed 
forms, to consider an organiza- 
tion which has specialized in 
this class of printing for over 
thirty years and lists among its 
customers many of the largest 
concerns in the country. 


MANUFACTURERS of car- 
bonized papers of all classes, in- 
cluding the KleanKarboN Line 
of typewriter and pencil car- 
bons, Hectograph carbon papers 
for the gelatine and spirit type 
duplicating machines and tele- 


type rolls. Our descriptive 


booklet of MULTIPLEX 
PAPERS (containing samples of 
coated paper stocks) will be 
mailed you upon request; we 
invite your inquiries. 





THE GENERAL MANIFOLD 
AND 
PRINTING COMPANY 


Main Office and Factory 
FRANKLIN, PA. 
District Offices 








Boston New York Philadelphia 
Pittsburgh Detroit Chicago 
PAGE 48 


Smelting with Coal 
(Continued from page 32) 


smelting practice. Ash and sulphur 
contents are of great importance 
and must be kept to a minimum. 
Although cheap coals of inferior 
quality can be utilized in reverbera- 
tory smelting, quality is more im- 
portant than price in refining opera- 
tions. 

Sulphur in coal must be kept as 
low as is consistent with economy. 
Usually a maximum of 1% sulphur 
is specified. Ash content is es- 
pecially important in coal used for 
firing refining furnaces, because it 
increases the amount of slag which 
must be recover its 
copper the 
ash, by settling on the metal bath, 
reduces the rate of heat absorption 
by the metal and thus decreases the 
thermal efficiency. 


retreated to 


content. Moreover, 


Usual specifi- 
cations stipulate a maximum of 8% 
ash in coal used in refining furnaces. 
Average annual ash contents of 6 or 
7% are common. 

Many operators believe that ash 
of low fusion point deposits in the 
slag and in the flues and waste-heat 
boilers, whereas ash of high-fusion 
point largely passes to the stack as 
fly ash. 

Lead Smelting in Blast Furnaces. 

Coke is the usual fuel in lead blast 
furnaces, although pulverized coal 
burned at the tuyeres has been used 
in lead blast-furnace practice to 
replace as much as one-third of the 
coke charged. Successful experi- 
mental runs have been reported, but 
the process has not been successful 
commercially. The small combus- 
tion zone available in present fur- 
naces prevents efficient combustion 
of pulverized coal in this manner. 
A fast-burning coal is preferred. 

Zinc Smelting in the Old Retort 
Process—Coal and anthracite as 
well as coke are used as reducing 
agents for oxidized zinc ores in ex- 
ternally heated retorts. Cost of 
fuel at the smelter, nature of the ore, 
and other considerations determine 
the kind of fuel to be used, and no 
definite specifications are ordinarily 
given. Anthracite screenings are 
commonly used, though bituminous 
coal is sometimes mixed with an- 


thracite. The amount of ash con- 
tained in the fuel is not important, 
except as it affects the furnace ca- 
pacity and efficiency. Although 
fuel of low ash content is preferred, 
anthracite culm containing 15 to 
25% ash is necessarily used for 
economy in common practice. 

Coal with ash of high fusion point 
is required when used with ore of 
low softening temperature; other 
wise, coal with ash of low fusion 
The 
point of the ash of an anthracite 
used in large quantities for retort 


point is satisfactory. fusion 


zine smelting is between 2550° and 
2730°F. 

Too much volatile matter in coal 
condensation of 
the zinc, yet a small content of vola- 


adversely affects 
tile matter is considered necessary 
by most operators. An anthracite 
commonly used contains between 4 
and 5° volatile matter, a minimum 
of 1% and a maximum of about 5% 
being preferred. 

Reduction fuel of the lowest possi- 
ble sulphur content is_ preferred. 
Most of the fuel used contains ap- 
proximately 1% sulphur. The size 
of the reduction fuel varies with the 
When 
the ore is relatively coarse the fuel 


nature of the charge treated. 


should be quite fine. 

Coal is mixed with clay and fur- 
nace residues to form a luting mix- 
ture employed in sealing off the 









WIREGRIP comes on 
processed cards that pre- 
vent waste—every hook can 
be used. Protects fingers. Applied 
with a WIREGRIP Lacer or any 
other standard make belt lacing 
machine. & 


Flexible BELT LACING 


STEELGRIP is a stronger lacing 
for all power and conveying belts. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 
2-piece hinged rocker pins prevent 
excessive wear. In boxes or long 
lengths. 


Write for Catalog 
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“The Belt Lacing = 
People” 
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Chicago, U.S.A 
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RED STREAK TAPE WILL 
SPEED UP PRODUCTION 


If the sealing tape you are now using is slow- 
ing up your shipping . . . it’s high time you 
investigated Red Streak Sealing Tape. Built 
for high speed and rough handling in ship- 
ping rooms. Purchasing agents like its low 
price, too. Write today for samples. 


THE BROWN-BRIDGE MILLS, INC. 
TROY, OHIO 
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SEALING BINS 








Such coal must have 
sufficient caking qualities to form 
an adhesion and tight bond between 
the condenser and the retort. 

Zinc Smelting in the Vertical Re- 
tort Process——This is a technical 
and economic improvement over 
the old retort process. Instead of 
heating a loose mass of zinc oxide 
and coal as a batch in a small 
horizontal retort, the charge is 
briquetted and fed continuously 
through a vertical retort having 
high heat-transfer ability and thus 
high smelting capacity. 

A mixture of anthracite and cok- 
ing coals is used with the zinc oxide 
in making the briquets. The an- 
thracite culm which is used is ordi- 
narily of high ash content as is the 
case in the old retort process. The 
bituminous coal must be carefully 
chosen as to its caking properties 
since the process relies on the coking 
of the briquets to hold them to- 
gether during smelting in the retort, 
the spent briquets discharging in 
substantially their original shape 
and size. Thus a strongly caking 


condensers. 


OcTOBER 1937 








coal is used in sufficient amount to 
impart the necessary strength to the 
coked briquets. 

Ash content and fusibility in 
either the anthracite or bituminous 
coal is not of great importance ex- 
cept as it is an inert material and 
reduces the capacity of the retort. 
The content of volatile matter of 
the bituminous coal is not important 
so far as the reduction of the zinc is 
concerned as it is driven off in a pre- 
liminary coking retort ahead of the 
smelting retort and the combustible 
gases resulting from this coking 
treatment are utilized in waste-heat 
boilers. 

Direct-Process Zinc Oxide—This 
process for the production of zinc 
oxide involves the smelting of 
zinc oxide from roasted ores and 
the immediate reoxidization of the 
vaporized metallic zinc to a very 
finely divided and high grade zinc 
oxide. An older method of smelting 
involving an intermittently charged 
furnace and a newer method using a 
continuous chain-grate type of fur- 
nace are in use. 

In the intermittently 
furnace anthracite culm 
small-sized smokeless coal, e.g., 
semi-anthracite, is used as the fuel 
and reducing agent. 

In the continuous furnace low- 
grade anthracite fines are briquetted 
with sulphite pitch and used as the 
fuel and reducing agent. 

Aluminum Smelting.—In the elec- 
trolytic smelting process for alumi- 
num, carbon electrodes are em- 
ployed for the double purpose of 
conducting electricity into the bath 
and supplying carbon to combine 
with the oxygen liberated in the 
electrolysis. These electrodes must 
be of extreme purity because all the 
impurities present enter the bath 
and either affect the electrolyte or 
contaminate the aluminum.  Be- 
cause of their low ash and high fixed- 
carbon contents, petroleum coke and 
some pitch cokes are the most 
satisfactory forms of carbon for 
making electrodes. Anthracite, if 
low enough in ash, may be used. 
Welsh anthracite containing from 1 
to 4% ash has been used. The 
smaller sizes are satisfactory as 
lumps must be crushed prior to use. 
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or other 
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LET PACKING AND 
SHIPPING METHODS 
SHOW YOUR RESPECT 
FOR IT 


2 A sloppy shipment looks as if 
shipper cared little for the contents. (¢ 
panies receiving your goods also recei\ 
their first impressions from the condit 
in which they arrive—from the appa 
care with which the packing was d 
and the methods and materials chosen t 


carry them APPEARANCE 
In that way Signo 
Tensional Steel Stray 
ping can do a selli! 
job foryou. Thestr« 
steel straps will r« 
force cartons, boxe 
and crates to guar 
against crushing an 
breakage. TheSignods 
Better Packing Eng 
neer who calls on 
will cooperate in reac! 
ing a safe, low-c 
combination of light 
weight container and strapping reinforcs 


ae. EXCLUSIVE 

The bright red Signode Seals—lit! 
graphed with the shipper’s trade ma 
desired —dress up and identify the pac! 
age, and hold it secure for a neat, saf 
and sound arrival. The effect on the cu 
tomer is one of complete efficiency—right 
down to the moment of delivery—the best 
of care for the best of products. 


NO EXTRA COST 
The finest feature-from the shipper’s viewpoir 
that here at last is something better looking t 
does not cost more. It nearly always costs less 
ship by the Signode System. Let a Signode r« 
sentative explain how much less it will cost to pac 
your product this safer and better way. Write 
to have him call. 





The safe, sound and 
economical method for 
stove shipments in car- 
load lots is apo 
Bulk - Binding.’ 
for special bu Rai, on 
**Bulk-Binding,’’ when 
writing. 


SIGNODE STEEL STRAPPING CO. 


2602 N. Western Ave., Chicago, Ill. 
454 Bryant St., 
San Francisco, Calif 
Grant Bidg., Pittsburgh, Pa. 


371 Furman *- 
Brooklyn, N. Y 











Among the Associations 


Baltimore—The second annual Manufacturers’ 
Products Exhibit, sponsored by the Baltimore Asso- 
ciation, will be held at the Lord Baltimore Hotel on 
October 19th, 20th, and 21st. The exhibit will in- 
clude 100 booths devoted to a presentation of the prod- 
ucts and services offered by industrial manufacturers 
and distributors of the city. A special booth will 
demonstrate the various benefits to be received from 
association membership, both local and national. 

Merle Thorpe, Editor of Nation’s Business, will be 
the principal speaker at a special Exhibitors’ Break- 
fast Meeting on Wednesday morning. 

The committee on arrangements consists of Frank 
H. Carter (Chairman) of Dietrich Brothers, Inc., 
Morton S. Busick of Lord Baltimore Hotel, C. B. 
Mann of Black & Decker Mfg. Co., Leonard Olt of 
Crown Cork & Seal Co., City Purchasing Agent J. 
Herbert Gaston, C. C. Copenhaver of Eastern Rolling 
Mill Co., William R. North of Revere Copper & 
Brass, Inc., and W. W. Gast of E. I. du Pont de 
Nemours & Co. 


SEPTEMBER 2 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
C. Y. Kwong, Chancellor of the Chinese Consulate, 
“What China is Fighting For’. 


SEPTEMBER 8 


Buffalo— Meeting of the Buffalo Association, at the 
Statler Hotel. Speaker: Walter Edmunds. 


SEPTEMBER 9 


Los Angeles—Dinner meeting of the Los Angeles 
Association, at the Jonathan Club. Speaker: L. A. 
Odlin, Supply Corps Commander, U. S. Navy, 
“Navy Procurement’’. 


Seattle—Opening fall meeting of the Washington 
Association, at the Washington Athletic Club. 
Speakers: Louis F. Bunge of Olympia, Chairman of 
the Board of Pardons and Paroles, Herbert H. Clarke 
of Tacoma, Ralph Etchey and C. R. Ragsdale of 
Seattle. Industrial film, “‘Walls Without Welds’, 
showing the manufacture of seamless steel pipe, 
with explanatory talk by Ralph Winship. 


Philadelphia—Golf outing and dinner meeting 
of the Philadelphia Association, at the Llanerch 
Country Club. 


SEPTEMBER 13 


Portland—Monthly dinner meeting of the Oregon 
Association. Speaker: Lyle Janz of the Better 
Business Bureau, ‘‘Rackets’’. 


PacE 50 


Reading—First regular fall meeting of the Reading 
Association. 
modity prices. 


Discussion of trends in labor and com- 


Columbus— Dinner meeting of the Columbus Asso- 
ciation, at the Columbus Athletic Club. Speaker: 
James A. Maddox, Promotion Manager for the Colum- 
bus Chamber of Commerce, ‘‘The Value of Organiza- 
tion’. 


New Orleans—Dinner meeting of the New Orleans 
Association, at the Jung Hotel. Three educational 
films were shown through courtesy of the Chevrolet 
Motor Car Co., as follows: ‘‘Conquering Roads’, 
“‘Around the Corner’’, and ‘‘Spot News’’. 


SEPTEMBER 14 


Milwaukee—Meeting of the Milwaukee Associa- 
tion, at the Elks Club. Speaker: Prof. Nathan B. 
Feinsinger, Counsel for the Wisconsin Labor Rela- 
tions Board, ‘‘Analysis of the Wisconsin Labor 
Relations Act’’. 


Tulsa—Fourth annual dinner party of the Tulsa 
Association, in the Roof Garden of the Tulsa Club, 
as guests of Baker Oil Tools, Inc. 


Pittsburgh— Dinner meeting of the Pittsburgh Asso- 
ciation, at the William Penn Hotel. Speaker: T. D. 
Jolly of the Aluminum Company of America, ‘“‘Buy- 
ing Proper Quality’. Mr. Jolly’s paper will con- 
stitute a section of the new N.A.P.A. Handbook of 
Purchasing Policies and Procedure. Howard Livezey 
of Railway & Industrial Engineering Co., and R. M. 
Hoffman of Pittsburgh Plate Glass Co., led a discus- 
sion period following the address. 


New York—Meeting of the Metropolitan Pur- 
chasers’ Assistants Club, at the Hotel Brittany. 
Speaker: J. H. Leonard, Secretary of the New York 
Purchasing Agents Association, ‘‘Association Values’’. 


Detroit—Golf tournament of the Detroit Associa- 
tion, at Grosse Ile Golf and Country Club. 


SEPTEMBER 15 


Oakland—Joint banquet meeting of the Northern 
California Association and the Oakland Chamber of 
Commerce, at the Hotel Oakland, in connection with 
the Seventh Annual Manufacturers’ Exposition of 
East Bay Products. 


Canton—Golf tournament, dinner meeting and 
entertainment of the Canton & Eastern Ohio Associa- 
tion, at the Shady Hollow Country Club. The af- 
fair was the largest in the history of the Association, 
with 125 players in the tournament, and 200 attend- 
ing the dinner meeting. 


PURCHASING 


Erie— Meeting of the Erie Association, at the Barn. 
Officers for the new year, as previously announced, 
were installed at this meeting, and took charge. 
A. J. Becker of Bucyrus-Erie Co., president elect, an- 
nounced committee appointments for the year. 


SEPTEMBER 16 


Chicago—Dinner meeting of the Chicago Associa- 
tion, at the Lake Shore Athletic Club. Speaker: 
Howard Vincent O’Brien, “‘All Things Considered’. 
District Vice President J. W. Nicholson of Milwaukee 
was present and spoke briefly on national affairs. 


Dayton—First regular fall meeting of the Dayton 
Association, at the Engineers Club. Announcement 
of committees and program for the year. 


Cleveland—-Dinner meeting of the Cleveland Asso- 
ciation, at the Hotel Cleveland. Speaker: 
Gheen, ‘Minding Your Own Business’’. 


James E. 


Toledo— Meeting of the Toledo Association, at the 
Toledo Yacht Club. Speakers: Clyde Llewellyn of 
Bliss & Laughlin Steel Co., “Cold Finished Steel 
and its Applications’; Alfred Mackinder of the City 
Manager League, ‘““The City Charter’. 


Salt Lake City—Meeting of the Utah Association, 
at the Chamber of Commerce. Speaker: Prof. 
Mark H. Greene of the University of Utah Business 
School, and former head of the Utah Recovery Board, 
“The Trend Toward Economic Dictatorship’’. 


Springfield, Mass.—Golf outing and dinner dance 
of the Western Massachusetts Association, at the 
Springfield Country Club. Ralph Charpentier and 
Edward Fleming were in charge of arrangements. 


SEPTEMBER 17 

Toledo—The Toledo Association was among the 
civic organizations officially participating in the Cen- 
tennial Dinner at the Naval Armory, commemorating 
the first century of the city’s history. Speakers: 
Edward F. McGrady, former Assistant U. S. Secre 
tary of Labor, and author of the Toledo plan for in- 
dustrial peace, and Gen. Hugh S. Johnson, former 
NRA Administrator. 


SEPTEMBER 21 


Akron—Meeting of the Akron Association, at the 
University Club. Motion picture, showing the manu- 
facture, fabrication and use of Enduro stainless steel, 
shown through courtesy of the Republic Steel Corp. 


Bristol, Conn.—Annual sheep bake and social of the 
Hartford County Purchasing Agents Club, at Lake 
Compounce. The entertainment program was held 
jointly with the Get-Together Club of the Wallace 
Barnes Company, which held its annual banquet 
meeting at the same time. In charge of arrange- 
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Send for your copy of the 
New Howard Bond Portfolio 


In this speed-conscious age, the race for 
business goes to the swift—and the sleek. 
Inevitably, business management trims the 
side-whiskers from outmoded letterheads 
and modernizes its outside communications 
and internal paper work with Howard 
Bond. THE WORLD'S WHITEST BOND 
PAPER is an ideal teammate for the new 
simplicity in written and printed messages. 
In addition, Howard Bond comes in 14 
brilliant colors and six finishes. 


THE HOWARD PAPER CO., URBANA, OHIO 


COMPARE IT! 

TEAR IT! TEST 

IT! AND YOU 
WILL SPECIFY IT! 







The Howard Paper Company, Urbana, Ohio 
Send me the New Howard Bond Portfolio 


PIS cra ho era io te Sa cketed te ceca ei aicie oaks aoe Firm.... 
Address ........ Be ieee he Aner etait eth alee oiaeios 
AUS: cc eee abtias dsc me cemuins State. . 
(Please attach to your business stationery) PU-1 
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“CAELIABILITY 


@ No matter whether your require- 
ments are for small internal wheels or 
large crankshaft wheels you will find 
Sterling just as reliable today as ever. 


Reliability in Sterling wheels and 
Sterling service has becomea known 
fact to its many users. They know 
they can depend upon Sterling to 
produce the wheels they want. For 
reliability depend upon 

STERLING—rTHE wHEELs OF INDUSTRY 


THE STERLING GRINDING WHEEL CO. 


Abrasive Division of The Cleveland Quarries Co. 


Factory and Office: TIFFIN, OHIO 


CHICAGO: 912 W. Washington Bivd. » DETROIT: 101-107 W. Warren Ave. 
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ments were John Whitman and A, J. Levins of t1 
Wallace Barnes Co., and C. V. Chapin of the Brist> 
Brass Corp. 


St. Louis—Meeting of the St. Louis Association, 
at the York Hotel. Speaker: George A. Renard, 
Executive Secretary of N.A.P.A., ‘““Your Job of Buy- 
ing as Others See It’’. 


New York—Dinner meeting of the New York Asso- 
ciation, at the Builders Exchange Club. Speaker: 
Dr. Glenn Frank, former president of the University of 
Wisconsin, and now president and editor of Rural 
Progress, ‘‘National Economic Life’. 


SEPTEMBER 22 


Milwaukee— Meeting of the Education Committee 
of the Milwaukee Association, at the Elks Club, to 
complete arrangements for the course in purchasing 
sponsored jointly with Marquette University. 


SEPTEMBER 23 


Detroit—First regular fall meeting of the Detroit 
Association, at Webster Hall. Speaker: 
Walker, associate editor of Liberty magazine. Officers 
for 1937-1938 were installed: President, A. W. Taylor; 
Vice Presidents, William G. Boley and Henry George; 
Treasurer, Ear] Coleman. 


DeLoss 


Cincinnati—Golf outing and dinner meeting of the 
Cincinnati Association, at the Clovernook Country 
Club. 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Hotel. The 
topic, “Vacation Days in Color’, was illustrated with 
motion pictures by Frank Kugelberg, Harry Kolb, and 
others. 


Palace 


Dallas—Golf tournament, dinner meeting and en- 
tertainment of the Dallas Association, at Glen Lakes 
Country Club. William Wood was chairman of the 
committee on arrangements. Delegates were pres- 
ent from the associations at Houston and Fort Worth. 


Seattle—Inspection trip by the Washington As- 
sociation to the West Michigan Street plant of the 
Boeing Airplane Co. Manufacturing and assembly 
departments were shown at work on the new flying 
boats under construction for Pan American Airways. 


SEPTEMBER 24-25 


Toronto- Convention and 


Products 


Thirteenth Industrial 
Exhibit of Canadian Purchasing Agents 
Associations, at the Royal York Hotel. 
George P. Brockway, George A. 
Davies, R. L. Wright, H. N. McGill, Harvey Spang, 
F. J. Arthurs, A. R. Haskell. An outline of the pro- 
gram appeared in this column last month. Delegates 
were present from all associations in District 5. 


Speakers: 
Renard, Julian 
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SEPTEMBER 25 
Columbus—Meeting of the 6th District Council, 
N.A.P.A., at the Neil House. Vice President J. 
O’Brien of Cleveland presided at the meeting, and 
E. M. Birkenbach, National Director of the Columbus 
Association, was in charge of arrangements. 


SEPTEMBER 26 


San Francisco—Family picnic outing of the North- 
ern .California Association, at San Mateo County 
Memorial Park. 


SEPTEMBER 27 


Allentown, Penna.—Golf outing and dinner meet- 
ing of the Lehigh Valley Association, at the Lehigh 
Valley Country Club. A representative of the Horace 
T. Potts Co., Philadelphia, discussed ‘‘Stainless 
Steel.”’ 


SEPTEMBER 28 


Tulsa—-First fall meeting of the Tulsa Association. 
Discussion of the Consumers (Sales) Tax and the 
Use Tax, recent Oklahoma legislation enlarging the 
scope of the Sales Tax which has been in effect for 
several years, and which affect practically every pur- 
chase transaction. 


Saybrook, Conn.—Meeting of the Connecticut 
Association, at Ye Old Castle Inn, Cornfield Point. 
Frank Martineau of Rhode Island gave a report of his 
experience at the purchasing course of the Harvard 
University Summer School. 


SEPTEMBER 29 


Boston— Testimonial dinner under the auspices of 
the New England Association, at the University Club, 
honoring George P. Brockway, a past president of the 
association and now president of the National Associa- 
tion. The committee in charge was: Charles L. 
Sheldon of Hood Rubber Co., P. E. Bott of Kinney 
Mfg. Co., E. E. Brainard of Merrimac Chemical Co., 
D. G. Donovan of Pepperell Mfg. Co., R. C. Kelley 
of Converse Rubber Co., and S. R. Keyes of Boston 
Edison Co. 














Always at Your Service 


ANTHRACITE 
COKE 
BITUMINOUS 


You will find this 
a good house to do business with 


YATES-McLAUGHLIN, INC. 
Rand Building Buffalo, N. Y. 
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Ask for B/L Shafting Folder 


BLISS & 
LAUGHLIN, INC. 


HARVEY. ILL. Sales Offices in all Principal Cities BUFFALO. N.Y. 
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DRAWN, GROUND ano POLISHED 


ROUNDS 


cold Finished 


STEEL SHAFTING 


B & L Small Rounds are recognized in the 
steel-using industry as the “blue bloods’”’ of 
the shafting family—and with good reason 
—they are developed with all the care and 
precision that are bestowed upon thorough- 
breds. 

They are drawn, ground and polished to a 
mirror-finish—aamirably suited for exposed 
shafts in modern types of machinery where 
appearance is a factor in design. 

In straightness, concentricity, uniformity and 
smooth unblemished surface—as well as 
close adherence to size and section—they 
measure up to B & L standards and repu- 
tation for quality products. 

Close fit in assemblies is assured by toler- 
ances of plus .000” minus .002”—or plus 
or minus .00025” for special accuracy. These 
small diameter shafts are supplied in a full 
range of sizes. 


Also larger sizes of Cold Finished Steel 
Shafting available in all popular diameters 
DRAWN, GROUND, 
TURNED, POLISHED 














BRISTOL BRASS 


RODS 


ROUND, SQUARE or HEXAGON 
rods available in all sizes from 
1/46 to 314 inches. 


UNIFORM TEMPER assures smooth 
grain and finish which greatly 
prolongs die and tool life. 


FREE-CUTTING BRISTOL ROD in- 
creases production... . edges and 
faces are held sharp andtrue.... 
finished product is clean and 
bright. 


SPECIAL BRISTOL ROD is made for 
full knurling, free turning and 
swaging, also for welding, repair- 
ing and forging. 


Large stocks assure 
prompt deliveries. 


i 
RRstol 






grASS} SEND US YOUR IN- 


Re ourries 
THE BRISTOL BRASS CORP. 





BRISTOL, CONN. 
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Boffey Memorial Award 


_ ~ NATIONAL ASSOCIATION OF 
PURCHASING AGENTS has an- 
nounced an essay contest, open to 
students in college and university 
business administration courses dur- 
ing the academic year 1937-1938, 
known as the Boffey Memorial 
Award. The object of the contest is 
to ‘‘commemorate the writings, edi- 
torial leadership and contributions 
of L. F. Boffey to business education, 
purchasing standards and _ proce- 
dure, and to the purchasing profes- 
sion.” 

Mr. Bofley is generally recognized 
as having been the outstanding 
leader in the development of indus- 
trial purchasing from a_ routine 
office function to its present posi- 
tion of influence and authority. For 
five years he served as secretary of 
the National Association of Pur- 
chasing Agents, during its formative 
stage. He was co-author, with 
Edward T. Gushée, of ‘‘Scientific 
” the first complete and 
authoritative treatise on the pur- 
chasing function in industry. He 
was the first recipient of the Ship- 
man Gold Medal, awarded annually 
by the N. A. P. A. for outstanding 
service to the purchasing profession. 
In 1916 he withdrew from actual 
purchasing work to establish 7he 
Purchasing A gent, first national pub- 
lication dedicated to purchasing 
men and their problems, and edited 
that publication for seventeen years. 
At the time of his death in January, 
1937, he was publisher of PuURCHAsS- 
ING, successor to the earlier journal. 


Purchasing, 


His clear and forceful forward 
thinking, and his exceptional gift of 
expression, are perpetuated in the 
official code of principles and stand- 
ards of purchasing procedure, and 
are the basis of a large proportion 
of the written and unwritten stand- 
ards which guide all purchasing men 
in the conduct of this important 
function. 

The character of the award is par- 
ticularly appropriate, for Mr. Bof- 
fey’s fundamental theme was that 
purchasing must be added as a 
fourth essential to the traditional 


functions of business administration 

production, sales and finance. To 
this end he had urged the develop- 
ment of education in purchasing, 
and was active and successful in 
helping to introduce a consideration 
of this subject in the curricula of 
vocational schools and advanced 
courses in business. 

The award for 1938 offers four 
prizes of $200, $150, $100, and $50, 
made from the Boffey Memorial 
Students’ Educational Contest Fund 
sustained by voluntary contribu- 
tions from various Purchasing 
Agents Associations throughout the 
country. The project is authorized 
by the Executive Committee of the 
N. A. P. A., and will be conducted 
annually. A special committee in 
charge of the contest includes the 
Chairman, Dr. F. W. 
Russe of Mallinckrodt Chemical 
Works, St. Louis; F. Albert Hayes 
of American Hide & Leather Co., 
Inc., Boston; N. H. Taylor of 
Dominion Bridge Co., Ltd., To- 
ronto; John A. Rowe of Humble 
Oil & Refining Co., Houston; and 
George W. Aljian of California & 
Hawaiian Sugar Refining Corp., 


following: 


San Francisco. 

The rules governing the competi- 
tion are announced as follows: 
Subject 

1. All manuscripts must deal 
with the subject of Purchasing or a 
specific phase of purchasing for cor- 
porate consumers, or some proced- 
ure or policy of management that is 
identified with or related directly to 
purchasing. 

There is no limitation on the 
length or method of presentation; 
that should be determined by the 
amount and the form of material 
and information necessary ade 
quately to present the subject. 
Form of Manuscripts 

2. All manuscripts must be sub- 
mitted in typewriting, written on 
one side of the sheet, double spaced 
on white paper, approximately 8'/2 
X 11 inches. 
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3. Manuscripts may be illus 
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trated with forms and may incor- 
porate charts and other material. 
Quotations from books or other 
sources must be credited to the 
sources from which they are taken. 
4. Each competitor must in- 
scribe his manuscript with an as- 
sumed name and in an accompany- 
ing plain, sealed envelope, addressed 
to the Secretary of the National As- 
sociation of Purchasing Agents, 11 
Park Place, New York, N. Y., give 
his real name and address and his 
school. The accompanying en- 
velope should also be identified as 
belonging to the manuscript by the 
inscription of the assumed name on 
the outside of the sealed envelope. 


Those Eligible to Compete 

5. The competition is open to 
regularly enrolled, full-time students 
in any recognized college or univer- 
sity having a School of Commerce 
or College of Business Administra- 
tion. 

It is the intention to make this a 
students’ contest. Members of this 
Association and those who are 
eligible for membership cannot 
qualify. 

Ownership of Manuscripts 

6. All manuscripts submitted in 
this competition shall become the 
property of the National Associa- 
tion of Purchasing Agents for publi- 
cation or such other use as the As- 
sociation may decide to make of 
them. 

Time of Competition 

7. Manuscripts must be placed 
in the office of the National Associa- 
tion of Purchasing Agents, either by 
messenger or by registered first- 
class mail, not later than noon on 
June 1, 1938. 

Award 

8. The Boffey Memorial Stu- 
dents’ Educational Contest Com- 
mittee will appoint competent 
judges who shall make the award, 
and their decision shall be final. 


Standards Bureau Issues 


Booklet 


“Services of the National Bureau 
of Standards to the Consumer’’ is 
the title of a new publication issued 
by the Bureau, outlining its work 
and accomplishments in establish- 































ing quality standards on a variety 
of products in common use. The 
list includes automobiles and auto- 
motive equipment, carbon paper 
and typewriter ribbons, ceramic 
whiteware, dental research, dry 
cells and batteries, dry ice, electric 
lamps, garden hose, gas burners, 
heating appliances, inks, insulation, 
leather, motor fuels, paint and 
varnish, paper, paper towels, re- 
frigerators, rubber products, shoes, 
soaps, tableware, textiles of many 
types, thermometers, timepieces, 
vitreous enamel, window glass, etc. 


fusely illustrated with photographs 
of laboratory equipment and actual 
tests being made on typical ma 
terials to determine their pe 
formance and durability under co: 
ditions approximating normal us« 
This is supplemented with an e» 
planation of the need and develo; 
ment of specifications, the Bureau 
certification and labeling plan, a: 
commercial standards. ‘The trea 
tise has been compiled by Robert A 
Martino, and copies may be 
tained by addressing the Burea 
or the Superintendent of Do 
The booklet, of 28 pages, is pro- ments at Washington, D. C. 
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Purehasing Course at Milwaukee 


= MARQUETTE UNIVERSITY 
COURSE in Purchasing opened 
last month. 
the class is under the direction of 
Prof. George W. Knick, economist, 


As in previous years, 


assisted by members of the Educa 
tional Committee of the Milwaukee 
Purchasing Association, 
which sponsors and promotes the 


Agents 


course. A series of lectures has been 
prepared, based on various key 
chapters of the text books—Prof. 
Lewis’ Industrial Purchasing and 
Dr. Forbes’ Governmental Purchas 
ing—-and presented by members of 
the association who are specially 
qualified by experience and special- 
ized knowledge in the various fields. 
The general outline of the course is 
as follows: 

Sept. 29 
the tools of purchasing; 
forms and files; the requisition; in- 
quiry and negotiation. R. L. Roe- 
der of Perfex Corp. 


Purchasing procedure; 
records, 











These beautifully and scientifically pack- 
aged brands of Miller Line Inked Ribbons 
are indicative of the complete variety of 
brands, colors and color combinations, 
weights and degrees of inking resulting from 
Miller Line's forty years of experience— 
from which the specific inked ribbon suitable 
for any individual requirement may be 
selected by Miller Line patrons. 


A Right Ribbon For 
EVERY 
Writing Requirement 


Oct. 6—General purchasing func- 
tions. Al. Curtis of National 
Enameling & Stamping Co. 

Oct. 13—Control of quantity; 
economical unit of purchase; inven 
tory control; obsolescence and sal 


vage. Gilbert Hartman of Oilgear 
Co. 
Oct. 20-—-Purchasing for the 


State’s industries. H. B. Hayden, 
Supervisor of Sales and Production, 
Wisconsin State Prison, Waupun, 
Wis 

Oct. 27 


chasing 


General problems of pur 
selected topics covering 
many phases of purchasing, especi 
ally those related to iron and steel 
Charles E. 
Interstate Drop Forge Co. 

Nov. 3—Specialization in pur 


purchases. 


chasing; raw materials; operating 


supplies; machinery and equip 
ment. Walter H. Wenzel of Vilter 
Mfg. Co. 

Nov. 10-—-Maintenance and repair 





INKED 
RIBBONS 


CARBON 
PAPERS 


STENCIL 
INKS 


EST. 
1896 









Also, it is the privilege of any user of 
Inked Ribbons, Carbon Papers or Stencil 
Inks to enjoy without obligation or expense, 
the personal counsel and assistance of Miller 
Line home office or field experts in the 
application of these products to their every- 
day uses. 


WRITE FOR ADDRESS AND TELEPHONE NUMBER OF YOUR NEAREST 
MILLER LINE SERVICE CENTER 


THE MILLER-BRYANT-PIERCE CO., 219 RIVER ST., AURORA, ILL. 
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Stone of 


materials; office equipment and ma- 
chines; office supplies; printing; 
service. Gustav Schlaefli of the 
Milwaukee Journal. 

Nov. 17—-Sources of supply; selec- 
tion of sources; manufacture vs. 
relations with sales 
representatives; 


distributor; 
reciprocity; pro- 
tection of sources. F. S. Wilhoit of 
Cutler-Hammer Co. 

Nov. 24 
responsibility ; 


Problems of quality— 
purchase by trade 
mark, sample, description or per- 
formance; development of specifica- 
tions. Governmental purchasing. 


Joseph W. Nicholson, City Pur- 
chasing Agent. 
Dew 1—Quotations, purchase 


orders, follow-up; receipt and in- 
spection; checking invoices. Prof. 
George W. Knick 

Dec. 8—Traffic 


routing; tracing and expediting; 


tariffs and rates; 


claims, overcharge, loss and damage; 
cost of lel Oscar 
Bonesho of Hummel & Downing 
Co. 

Dec. 15 
chasing; the purchasing relation- 


purchases. 


Legal aspects of pur- 


ship, responsibility and liability; 
contracts; sellers’ liability; accept- 
ance, rejection, and remedies; com- 
mercial arbitration; suggested legal 
Walter J. 
Mattison, City Attorney. 

Dec. 22 

Jan. 5 
accounting. George Neesham of 
Wyckoff Drawn Steel Co., Chicago. 

Jan. 12 


rules for the buyer. 


Open. 
Purchase budgets and 


Purchasing paint and 


glass. E. J. Peters of Pittsburgh 
Plate Glass Co 
Jan. 19—Price; supply and de- 


mand; market analysis; price re- 

cords; terms and discounts; con- 

tracts; speculative buying. Albert 

Korsan of Globe Steel Tubes Co. 
Jan. 26—-Examination. 


Freight carloadings reached a 
seven-year peak in the last two 
The greatest 
increase was registered in coal ship- 
ments; 


weeks of September. 


the greatest decrease was 


in ores. 
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Obituary 


ADELBERT G. CrarK, 51, for 
more than twenty-five years pur- 
chasing agent for Shepard-Niles 
Crane & Hoist Co., Montour Falls, 
N. Y., died August 6th at the 
Robert Parker Hospital, Sayre, 
Penna. 


Noris Hovey, for the past twenty- 
five years purchasing agent for the 
University of California, died at 
his home in Berkeley, August 18th. 


Lewis M. WILLIAMs, 62, one of 
the co-founders of the Sherwin- 
Williams Co., Cleveland, and pur- 
chasing agent of that company at 
the time of his retirement several 
years ago, died of a heart ailment, 
August 31st, at his home, Riverode 
Farms, Hunting Valley. 


RALPH F. Morton, 54, assistant 
purchasing agent of Gilbert & 
Barker Mfg. Co., 
11th at the Mercy Hospital, Spring- 
field, Mass. 


CARROLL A. Houston, 43, former 
purchasing agent of the West Penn 
Hospital, Pittsburgh, died Sep- 
tember 25th of a heart ailment. 


Essentials of Quality 
in Conveyor Belts 


(Continued from page 21) 


Fabric weight, 28, 32, 36 and 42 oz. 
Tensile strength of covers, 3,500 to 
4,000 Ibs. 

Friction between plies, 20 to 24 lbs. 

For crushed stone, sharp sand, broken 
glass, cement rock, wet sugar, lump coal, 
etc.— 

Fabric weight, 28, 32, 36 and 42 oz. 

Tensile strength of covers, 

3,000 Ibs. 

Friction between plies, 16 to 19 lbs. 

For conditions where the loading condi- 
tions, the weights and the abrasiveness of 
the materials are somewhat above the 
average— 


Fabric weight, 28 and 32 oz. 

Tensile strength of covers, 
2,000 Ibs. 

Friction between plies, 12 to 15 lbs. 


1,400 to 


For handling small sized ore, stone, the 
usual run of sand and gravel, cement and 
lime, coal, pulp, earth, bottles, chips, ete.— 
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TEMPO... 


On every side, industry is assuming a 
faster tempo. Orders are moving swiftly, 
demanding increased speed of produc- 
tion. Experienced buyers of industry 
know that R B & W can be depended 
upon to keep pace with the new tempo. 


Three large plants, operated under the 
most advanced production methods, en- 
able R B & W to hasten output in accord 
with demands. 


Large, consistently maintained stocks, 
coupled with a wide-spread, yet well 
regulated distribution service, insure ful- 
fillment of all orders with utmost 
promptness. A competent staff of tech- 
nical advisors, backed by over 90 years of 
RB & W experience and facilities, stands 
ready to render prompt, effective aid in 
the solution of industrial 
problems. 


assembly 


And behind this service stands the 


BOLTS 
Carriage * Machine + Lag »* Plow 
Stove + Elevator *« Step » Tap 
Wire Wheel & Rim «+ Battery 
U-Bolts * Semi-Finished 
Automotive Replacement 


NUTS 
Cold Punched * Semi-Finished 
Hot Pressed « Case Hardened 
Slotted « Castle 


PINS 
Clevis «+ Hinge 


RIVETS 
Standard 
Tinners’ * Coopers’ + Culvert 


SCREWS 
Cap « Machine + Hanger 


WASHERS 
Plate * Burrs 


MATERIALS 
Alloys 
Steels * Non-ferrous Metals 


_ RODS 
Stove » Seat « Ladder 


PLATED PARTS 
Cadmium « Zinc * Chromium 
Nickel+ Hot Galvanized* Copper 





Tin 
unique reputation of all EMPIRE prod- 
ucts, carrying with it the assurance that SPECIAL UPSET AND 
these fastenings, when delivered, may PUNCHED PRODUCTS 
be depended upon to meet and surpass 
the severest requirements of strength, 
accuracy and finish. 
RUSSELL, BURDSALL & WARD eors 
BOLT AND NUT COMPANY &22 
PORT CHESTER, N.Y. ape de soca CORAOPOLIS, Pa. [Re % WwW ! 
CHICAGO * DETRO(T « OHILADEL PHIA ¢ CENVER - BAN FRANCISCO © LOS ANGELES - SEATTLE * PORTLAND 























ence and protection against loss. 


interest to the Purchasing Agent. 


44-01 
Twenty-first St. 





We regularly carry in stock a wide range of forms especially desi 
ay offices—as well as records for other departments of a 
Write for complete booklet—it illustrates and describes up-to-date methods of 





VISIBLE RECORD BOOKS WILL SPEED YOUR 
WORK AND INSURE ACCURACY 


Purchase Records, Quotation Records and Perpetual Inventories are among 
the most active and most valuable records of an organization. For this 
reason, they should be maintained in Visible Record Binders for quick refer- 


Send For Sample Forms and Literature 


ed for 


usiness. 


We also carry all types of binders—get our 


prices on Record Keeping Equipment. 


THE C. E. SHEPPARD COMPANY 


Cesceo 


Long Island City 
New York 














‘““YOUR LETTERHEAD 


IS THE 
VOICE 


OF YOUR BUSINESS” 


The better the paper, the better 
the voice that carries your words. 
The best papers are made from 
rags and Crane’s Fine Papers for 
business and executive use are 
made from rags and rags alone. 
They speak for you with the ut- 


most confidence and distinction. 


Cranes. 


FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS 
SINCE 1801 





DAYTON 
GRINDING WHEELS 


Regardless of your re- 
quirements, you can obtain 
a Dayton abrasive wheel 
of the exact specifications 
the work demands. On 
the market for years and 
the preference for a wide 
range of operations. Write 


The 
Simonds-Worden-White Co. 
Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland, 
Beloit, Buffalo 
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Fabric weight, 28 and 32 oz. 

Tensile strength of covers, 800 to 1,000 
lbs., 

Friction between plies, 12 to 15 lbs. 


Elevator Belts 


For the most extreme conditions of 
weight and abrasiveness as encountered 
in copper mining— 

Fabric weight, 34 oz. hard woven duck. 

Tensile strength of 3,500 to 

4,000 Ibs. 

Friction, 20 to 24 lbs. 


covers, 


For elevating stone to crushers, hand- 
ling heavy wet sand, coke and coal, lime 
limestone, gravel, etc.- 


Fabric weight, 36 oz. standard elevator 
duck 
Tensile strength of covers, 2,500 to 3,000 
Ibs 
Friction, 16 to 19 lbs 
For average conditions as to weight and 
abrasiveness such as in elevating dry 
sand, small crushed stone, gravel, etc. 
Fabric weight, 32 oz., standard elevator 
duck 
Tensile strength of covers, 800 to 1,000 


lbs 


Friction, 12 to 15 lbs 
For centrifugal discharge, fast moving 
grain elevating 


Fabric weight, 28 and 32 oz. 
Normal frictioned surface. 
Friction, 16 to 19 lbs. 

A new development in belt con- 
veying is shown in Fig. 2. This isa 
duplex system in which two belts 
are used. On top is the belt which 
carries and is in contact with the 
load and takes the wear. Under it 
belt which transmits the 
power. The life of the latter, not 
being subjected to wear, will last 


is the 


for a much longer time than the for- 
mer, which can be replaced when 
necessary. The idea is, of course, 
that with the conventional type of 
belt the duck is the material which 
carries the weight of the material 
and transmits the power, and repre- 
sents one half, or more, of the cost 
of the whole belt; and the rubber 
cover, which takes the wear, repre- 
sents the balance of the cost. Yet 
when the cover wears out the whole 


belt is useless. 


Canvas Belts 
There are two distinct qualities of 
stitched canvas belting. One quality 
is made of comparatively light 
weight commercial duck and is 
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mainly used for agricultural pur- 
poses. The other quality is con- 
structed of heavy duck of a special, 
tight weave and is so processed as to 
fit it for severe service in conveying, 
bucket elevating and power trans- 
mission. In the following discus- 
sion reference is made only to high 
quality belts for industrial purposes 
other than for power transmission. 

One of the principal features of 
high grade stitched canvas belting is 
the exceptional quality of the duck 
used, which is the backbone of the 
belt. It is a special weave of heavy 
duck densely woven and of ex- 
tremely high tensile strength. The 
manufacturers of such belting have 
rigid specifications for their duck 
and test each roll received from the 
mills to insure the maintenance of 
their standards. 

Canvas belts are assembled in the 
number of layers, or plies, required 
and are stitched together in specially 
designed sewing machines, the rows 
of stitches being about one quarter of 
an inch apart. There are also a 
number of rows of inner stitches 
holding the inside plies together. 
Since the stitching holds the plies to- 
gether inseparably, it is not necess- 
ary to use a loose weave duck as 
with other types of belting held 
together with cements of various 
kinds. The stitching itself is of the 
“lock-stitch”’ variety which will not 
run or pull out when broken. Hence 
it is impossible for belts of this class 
to separate at the plies even when 
used on the hardest service. This 
absence of ply separation during the 
life of the belt is one of the outstand- 
ing characteristics of high grade 
stitched canvas belting. 

Another attribute of this class of 
belting is the method of treating, or 
compounding, so as to produce a 
belt suitable for a wide variety of 
service conditions. After the duck 
is stitched together the belting is 
impregnated with a suitable com- 
pound. The compounds used are of 
different kinds and may be varied 
greatly in composition and physical 
properties, and consequently several 
styles of belting may be produced 
having the same canvas duck base 
but varying enormously in physical 
characteristics. Thus belts may be 
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made with a high coefficient of fric- 
tion for heavy power transmission, 
or they may be made with a low 
coefficient of friction so that they 
will slide easily and therefore be 
suitable for conveying on slider 
board construction, or for use where 
packages, bags or boxes are to be 
deflected off the surface of the belt. 
They may also be impregnated so 
as to handle hot material, abrasive 
material, oily material, and many 
other substances. This adaptabil- 
ity of the compounding ingredients 
to fit the belt to meet a wide variety 
of service requirements is an im- 
portant feature of high quality can- 
vas belts. 

One of the leading manufacturers 
of this type of belt uses 37!/2 ounce 
fabric with a minimum tensile 
strength of 600 Ibs. per inch of width 
for all of its products except those 
belts used for store service, which 
are of 33.6 ounce fabric. The num- 
ber of plies and the nature of the 
impregnation are, of course, varied 
to meet the service conditions. 

Every impregnating compound 
must penetrate the fibers of all the 
threads composing the duck base 
and must also lubricate and water- 
proof the belt throughout its life, 
in addition to giving it the particu- 
lar physical characteristics which 
the conditions call for. Thus when 
abrasive work is involved, the type 
of compound employed is such as to 
greatly toughen the duck and add 
to its wear resisting quality. And 
as the compound penetrates the 
whole thickness of the belt, each ply 
becomes a wearing ply, so that with 
the best grades of stitched canvas 
belts they will wear down ply by ply 
until they are too thin to carry the 
tension. For non-abrasive work, it 
is important that the impregnating 
compound should not deteriorate 
with age in order to provide for the 
long life which the service condi- 
tions make possible. They are used 
by the large mail order houses, de- 
partment stores and post offices for 
the handling of packages. 

The table in Fig. 3 has been com- 
piled by one of the leading canvas 
belt manufacturers. In this table 
it will be seen what treatments are 
given to make the belts suitable for 
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STEEL HANDLE 
SCREW WRENCH 
Number 60 


BEMIS*CALL 


of WRENCHES SINCE 1835 


SPRINGFIELD MASS 


SOLD BY LEADING DISTRIBUTORS 








W. are still offer- 


ing Diamonds and 
Diamond Mounted 
Jewelry at the prices of 
one year ago, but a 
RISE IN PRICES IS 
NOW IMMINENT. 


Purchasing Agents who 
contemplate the placing 
of orders for diamonds 
between now and 
Christmas are urged to 
do so at once—even if 
delivery is not desired 
until later. 





L.EC. MAYERS CO. 


° mC OR SORATE 
DIAMOND IMPORTERS — WHOLESALE JEWELERS 


545 FIFTH AVENUE 


NEW YORK 
— SALESROOMS ———————_ 
Downtown Main Office Philadelphia 
New York 545 Fifth Ave Land Title 
170 Broadway = at 45th St Building 


Amsterdam—Foreign Offices—Antwerp 


ALBANY—BUFFALO—HARTFORD 
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different purposes. However, this 
can well be clarified with a few brief 
explanations. Thus a linseed oil 
base impregnation with a colored 
coating is used to make the canvas 
tough and abrasion resistant when 
carrying rugged materials and heavy 
weights, and to afford protection 
against contact with mineral oils. 
The oil treatment, however, is not 
effective against moisture, high heat, 
acids and certain other chemicals. 
For such conditions the belts are 
given a black bituminous impregna- 
tion to protect and keep them pli- 
able. The wax treatment referred 
to in the table consists of impreg- 
nating the belt with a paraffin or 
similar compound. This is desirable 
for services where a clean surface is 
needed and where the materials con- 
sist of light packages, or the like, 
but where some resistance to mild 
abrasion is called for and where it is 
desirable to provide a slight degree 
of resistance to moisture and 
changes in temperature. Another 
manufacturer provides a treatment 
which can be applied at nominal 
expense to prevent the materials 
from slipping when the conveyor 
is inclined at an angle of as much as 
27 degrees. The untreated belt is 
used for light work under dry condi- 
tions. 

Another type of canvas belt which 
has met with great success in hot 
locations is covered with asbestos 
cloth. It is used for conveying such 
materials as hot foundry 
cement, bone char in sugar refin- 
eries, lime rock, zinc ore and so forth, 


sand, 


where the temperatures run as high 
as 600 degrees. Still another type 
has a smooth flexible cellulose coat- 
ing which provides for easy cleaning 
and is designed for applications in 
the food and other industries where 
cleanliness is of particular impor- 
tance, but it is not suitable for con- 
stant operating 
excess of 100°F. 
fragile materials like plate glass, 
crockery, lamp bulbs and so forth, 
it is possible to cement a covering of 
felt, of any desired thickness and 
degree of softness, to the top of the 
canvas base, which many or may 
not be treated, according to condi- 
tions. 


temperatures in 
For conveying 








Abbott Bearing Balls have proved 
their worth to Industry. But let your 
production men make their own tests. 
We'll gladly send samples. 


.... test them for SURFACE 
.... test them for TOLERANCE 
....test them for STRUCTURE 


When it’s time to order, remember 
Abbott—for dependable bearings 
are the rule with Abbott Balls in the 


race. 
THE ABBOTT BALL CO. 


1058 New Britain Avenue 
HARTFORD, CONNECTICUT 


The customer turn-over at Safety 
is probably the lowest in the 
grinding wheel industry. Once a 
customer—always a customer 
seems to be the rule. 


Grinding wheels for any purpose. 
High grade portable and floor grinders. 


The Safety Grinding Wheel and 
Machine Co. 


Springfield, Ohio. 
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Finally, it is interesting to note 
that stitched canvas belts up to 
twelve ply and 72 inches in width 
are standard for all services, and 

that 96 inch wide belts are in use in 

j some of the U. S. Post Offices, al- 

though in the latter the load re- 

quirements do not call for more than 

: five plies. These large sizes are, of 

‘ course, made to order as the demand 

is not large. The sizes carried in 

stock by most manufacturers do not 
run above 36 inches in width. 


awa 


The Voice 
with or without 
a Smile 


(Continued from page 34) 
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heard of ’em, we say to ourselves. 
No, not Bracket—Packet. The 
mystery deepens. “Surely not 
Jacket?” you inquire. No, but 
maybe Rackei. And finally it 
proves to be the Consolidated 
Casket Company, whose energetic 
and wholly unexpected ‘traveler’ 
stopped in on the chance of picking 
up an order. 

Clearness in speech cannot be 
overestimated as a money saving 
factor in business. That old bro- 
mide has amused me more than 
once: 

“Operator, I want Germantown 
4-7-1-3.” 

“Germantown 4-1-7-5.”’ 

“No, operator—4-7-1-3." 

“Yes, 4-1-7-3.” 

Whereupon the patience of the 
telephone patron reached an end. 
“Okay, operator, have it your own 
way.” 

There is another sub-head of the 
telephone service of great import- 
ance in a busy day. Long distance 
conversations require especial handl- 
ing. It is of course a modern 
miracle, that a long arm can reach 
out over hundreds of miles and find 
John Smith, with whom one will 
talk with even better clarity than if 
he were here in Philadelphia. We 
become so accustomed to these 
modern miracles that we fail to 
appraise the acts that take place. 
Of course, John may also be busy, 
so that immediate connections are 
not possible even though long dis- 
tance has a right of way. My 
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That’s how deliveries 
speed when you rush them by AIR 
EXPRESS—2500 miles overnight. 
Double receipts. Careful, intelligent 
handling. Low cost. Day and night 
service to 220 cities and all points 
between in the United States and 
Canada Direct to32 Latin-American 
countries, Honolulu and the 
Far East. For service or schedules, 
phone any RAILWAY EXPRESS 
office. Ask for AIR 
EXPRESS KR DIVISION. 
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phlegm did rise, however, when I 
was called from a tense conversa- 
tion to be informed by the long dis- 
tance operator that my call could 
not be completed because Mr. 
Robert Public was in conference. 
Such irritating misadventures are 
so unusual on a well operated board 
that they merely illustrate, by ex- 
ception, the general rule of amaz 
ingly satisfactory long distance ser 
vice. 

The person who staffs a com- 
pany’s switchboard has a very im 
portant post. In fact, the first- 
person-met function of the PBX 
board is of the same characteristic 
as the customs officer, the sentinel 
at the barrier, the ambassador who 
builds or destroys good will. One 
phase of her work often escapes at- 
tention momentarily. In a sizable 
office, wives and occasionally hus 
bands will call their mates. How 
these calls are handled may make a 
lot of difference—to the operator. 
Clever girls will recognize voices 
in this division instantly, and ex 
tend a consideration that is im 
plied more than spoken. Theo 
retically, all calls should get the 
same fine reception, but common 
sense will prevail on the best regu 
lated boards. 

From time to time, an innocent 
call is too curious, and then the sen 
tinel at the outpost has to be par 
ticularly alert. An innocent answer 
may be all too revealing. I recall a 
competitor who inquired of a re 
ceptionist (who also “covered the 
board’) whether Mr. X was in. 
He received the proper answer, that 
Mr. X was out of town. She then 
turned to the switchboard to answer 
an inside call, to the effect that Mr. 
X was in Paradise, D. C. I don’t 
believe the poor girl ever realized 
what she had said. Naturally the 
visitor, with a burst of tact, ex 
cused himself. Those in the street 
said he went around the corner so 
fast that his vest pockets dipped 
sand—for at Paradise, D. C. there 
was but one buyer—the one and 
only IT—and business was brewing. 
If one is sleuthing, the rule of the 
British Service maintains: get your 
information from the enemy, but get 
it so that he does not know you have 


it. This applies at the company 
telephone frontier too. 

One reason why telephony in- 
trigues me as a study is because one 
can get so fed up with that nerve- 
wracking persistent intrusion which 
is absolutely essential but which can 
become our mortalenemy. Certain 
doctors who foregather in Maine 
have a delightful installation inside 
the cabin door—a rubber telephone. 
The very first thing expected of 
every newcomer is that he pounce 
upon that telephone and abuse it 
with all the ferocity of a maniac. 
Hurl it against the ceiling, stamp on 
it, chastise it, curse it, and after 
this relieving ceremony is performed 
he qualifies for a week in the woods. 
My rule at home is simpler—no 
answer until the sixteenth ring. I 
would take the thing out of the 
house if I had my way, and if it 
were not for the fact of the unex- 
pected emergency in which it would 
be priceless and indispensable, and 
for that occasional delightful vocal 
interlude that it provides. 


Electric Power 
Production 
(Continued from page 33) 


Compilations of the consumption by 
various classes of consumers cannot 
be made for about six weeks after 
the end of the month to which they 
most closely apply. 

The Edison Electric Institute is- 
sues a weekly publication known as 
“Electric Power Output” every 
Wednesday for the week ending the 
previous Saturday, and showing the 
kilowatt hour output for that week. 
This is the electrical barometer 
which perhaps enjoys widest pub- 
lication in the financial pages of the 
newspapers. Power production in 
seven divisions of the United States 
are recorded and their percentage 
of net change over a week ago and 
year ago. 

The same institute also issues 
more elaborate statistical bulletins, 
one of the latest being entitled: 
“The Electric Light and Power 
Industry in the United States,”’ giv- 
ing figures and facts for the period 
of 1926-1935 and preliminary data 
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for 1936, known as “Statistical 
Bulletin No. 4.”’ 

Statistics of the electrical indus- 
try not only have a meaning for 
business in general but also a specific 
meaning for certain groups such as 
those who supply the electrical in- 
dustry with materials. Thus the 
Edison Institute furnishes figures on 
dollars spent for new construction. 
Copper producers may note that 
such expenditures have been light 
for a year or two which implies a re- 
vival soon of copper purchasing for 
wires and other electrical equip- 
ment. 

Salesmen of electrical appliances 
might well follow those districts 
where electric power consumption 
is increasing most rapidly. Thus 
for the week ended August 14 last, 
the Rocky Mountain states showed 
an increase of 16.7% over the corre- 
sponding week of 1936, the largest 
gain of any area. 

A few interesting though perhaps 
miscellaneous facts may well be 
mentioned at this time. During 
1936 the electric light and power 
industry for the first time in any 
calendar year had an output in ex- 
cess of 100 billion kilowatt hours, 
and its revenue from ultimate con- 
sumers passed the two billion dollar 
mark. The total number of cus- 
tomers receiving electric service on 
Dec. 31, 1936, was estimated at 
26,100,000, an increase of 3.1% over 
a year before. At the end of that 
year it was estimated that 14.1% 
of all farms having occupied dwell- 
ings were receiving electric service, 
with the saturation point figured at 
20.8% 

At the close of 1936 the cost of 
electricity in the average home was 
46% below 1913, while the cost of 
living was 44% above 1913. In fif- 
teen years the amount of electricity 
which has been made from a given 
quantity of fuel has doubled. Vir- 
tually the only line of consumption 
in which the use is declining is elec- 
tric railways, there having been a 
constant drop since 1926. 

Probably no industry has a better 
future and more greatly stimulates 
the imagination on its possibilities 
than the great electric light and 
power industry in the United States. 
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This Booklet will 
show you How! 


You get more service from your 
records, more quality in your 
business stationery, when they 
are made from the right kind of rag papers. But can 
you select such papers intelligently? 

Here at last is a booklet that will show you how to 
select the most serviceable papers for your records, the 
most effective for your stationery—both at no extra cost, 
perhaps at a real saving. 


L. L. BROWN RECORD and- 


CORRESPONDENCE 
copy of this valuable book- 


let. Use your letterhead, = 
please. L. L. Brown Paper : 


Company, Adams, Mass. 


Write today for your free 














COILED WIRE | 
SPRINGS || 


WIRE FORM 
SPECIALTIES 





Time Proven 3 


There must be something 
unusual about a _ service 
_ which holds customers fifty 
years and longer.—Try it! 





Springfield, Ohio, U.S.A. 


‘‘Where Your Patronage | 
Is Appreciated’’ | 
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NEW PRODUCTS & IDEAS 


THREE-WAY 
PLUG VALVE 


No. 481 





HIS NEW 3-WAY combination shut-off and diverter valve 

(plug type) is designed for use where two tanks or liquid 
lines connect into a single outlet. The oil or other liquid can be 
fed from either of the lines, or both can be shut off entirely, pro- 
viding a single control located for maximum convenience, assur- 
ing that only one source will feed at a time, and eliminating the 
necessity of an individual shut-off at each source. A handle 
indicator at the top of the valve shows whether it is shut off, or 
which line is being drained. Made with brass body, solid bot- 
tom, and spring-loaded packed stem 


for 3/;” or !/,” pipe at all openings. 


It is stocked in two sizes 
Use coupon below 


ALL-METAL 
SOLDER 3 
AND FLUX 


= 4 


No. 48 





NEW SOLDER AND all-metal flux has been developed for 
low-temperature soldering of aluminum, cast iron, die cast 
metal, stainless steel, monel and other metals which are ordinar- 
ily difficult tosolder. Applied at temperatures only slightly above 
those used for ordinary soft solders, it forms a bond with tensile 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 






























































strength many times as great; can be machined, polished and 
plated; and will withstand temperatures high enough to permit 
its use on hot water tanks or low pressure steam systems. Adap- 
table for production and repair jobs, assembly of cast or sheet 
aluminum products, or joining aluminum with stainless steel, 
cast iron or copper; also for filling in blow holes in aluminum or 
other castings. Designed for use with a special all-metal flux 
that dissipates oxides on the surface of metal preparatory to the 
application of solder. It can be applied with blow torch, welding 
torch or large soldering iron. Sold in complete kits or by the 
pound. 


Use coupon below 


BELT LACER 


No. 483 





QUICK, HANDY AND low-priced belt lacing tool, designed 
particularly for work where lacing must be done away from a 
shop, makes use of spiral spring pressure jaws which hold the end 
of the belt squarely and firmly against a magazine in which a 
strip of safety belt hooks has been inserted. In this position, 
the hooks can readily be hammered into the belt, or imbedded by 
tightening the assembly in a vise 


Use coupon at left 


STEEL 
SCAFFOLD 





No. 484 


IMPLICITY, COUPLED WITH exceptional strength and 
safety, make this new type scaffolding adaptable and eco- 
nomical for a wide variety of interior and exterior work. It is of 
all steel welded construction, and can be erected to any height 
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with perfect rigidity without screws, clamps or tools. Aside from 
its advantages in use, it saves time in erection and dismantling, 
transportation and storage space. There is no fire hazard, or 
danger from splintering or cracking, no nails to step on. It can 
not buckle, tip or fallapart. When one job is finished, it is ready 
for the next. Tested and approved by the Underwriters’ Labo- 
ratories, it is recommended for contractors and builders, deco- 
rators, factory maintenance, chimney work and a variety of 
similar applications. 


Use coupon page 64 


SMALL 
DRILL 


No. 485 





a IRDY AND EFFICIENT production tool, this small elec 
tric drill will operate continuously, drilling '/;-inch holes in 
steel at a rate equal to tools several times its size. Its small 
girth, light weight and streamlined design permit use in extremely 
close quarters, with perfect one-hand control and a minimum of 
fatigue. The die cast aluminum shell houses the powerful motor 
with its ball bearing armature running in a horseshoe field. The 
sturdy, quiet helical gears are made of heat-treated chrome molyb 
denum steel. The spindle runs in an oversize oilite bearing and 
is equipped with a ball thrust bearing. Copious, unobstructed 
air flow over vital units insures cool operating temperatures. 
Overall length 8 inches, weight 2!/2 pounds, AC or DC current 
at 110 or 220 volts. Speed at full load 875 r.p.m., at no load 
1,600 r.p.m. 


Use coupon page 64 


HAND TRUCK 
FOR 

PAPER 
ROLLS 





No. 486 


OLLS OF PAPER UP TO 36 in. diameter and 83 in. length 
and up to a ton in weight can be handled by this steel truck 
without crushed edges or other damage. A specially shaped nose 
slips under the roll in an upright position and tilts back to support 
the end of the roll when the load is resting along the well-braced 
body of the truck. This hinged nose and adjustable running gear 
are design features that enable two men to maneuver these great 
loads easily and safely. 


OCTOBER 1937 








Buy Compact Fractional H.P. 


ELECTRIC MOTORS 


Built Right, To Your Order 
At Low Cost 


‘OU will be glad to get General Industries fractional horse pow 

motors. They will give you dependable high-standard perfor 
ance, and their low cost will equally justify their selection rt 
will be designed and precision built by specialists for a generation i 
manufacturing light electric motors. Place your orders—for aut 
mobile and bus heaters—kitchen mixers—juice extractors—elect 
drills—windshield fans—other light duty. Reversible types 
automatic radio tuning. Write us your requirements. Please 
specify voltage, speed and power. 


The(GENERAL INDUSTRIES CO. 


3743 Taylor Street Elyria, Ohio 








b n\ QUICK solution to 
/ 


your heavy welding 
problems. And so com- 
venient! You can sup- 
ply the designs and 
specifications, or we'll 
prepare them based ona 
study of your require- 
ments. Investigate this 
Service now - so you'll 
know what we can do 
when you are in need of 


heavy welding! 


MITH Co. 


Yorxk,Pa. 


S.MorGAN 
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BARNES 


ene 
* BLADES 


Barnes Band Saw Blades are hard-edged 
for fast, accurate cutting and long life. 
There’s a Barnes distributor near you! 





W.0O. BARNES CO., INC. Detroit, Mich. 














Bituminous 
BEAVER COAL Co al 


MINES: Scalp Level, South Fork, Hastings and La Rayne 
Districts of Penna., and Fairmont District of 
West Virginia. 


SIZES: Lump — Egg — Nut — Pea — Stoker — Mine 
' Run—Especially Prepared Coal for Pulverizing. 





CORTRIGHT COAL COMPANY 


PENNA. BLDG. ONE BROADWAY 
PHILADELPHIA NEW YORK 

































Look for the Arm-and-Hammer 


Improved PIPE TOOLS 


The most complete 
line of Pipe Tools 
made. Standard 
types, each with 
many improved de- 
sign and construc- 
tion features. 
Lighter, balanced 
tools with drop- 
forged, hardened 
and alloy steel 
parts wherever 
they will add to 
strength or tool life. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 










For tight places 
—the Ratchet 
Stock and 3- 
wheel (Barnes 
Type) Pipe Cut- 
ter 


Write for Catalog 


303 N. FranciscoAve..CHICAGO. U.S.A 
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ALL-PURPOSE 
ERASER 





ce 
No. 487 — | 


HIS IMPROVED OFFICE device consists of a convenient 

pencil-shaped holder equipped at one end with an adjust- 
able and refillable eraser of fiberglass or rubberglass, clean and 
efficient for use on ink or typewritten copy, and at the other end 
with a rubber eraser for pen il or carbon, both shaped for fine 
and accurate work. The mechanism for propelling and replace- 
ment is simple and sturdy. Refills are conveniently packaged. 
In large organizations particularly this eraser will show substan- 


tial economies as well as convenience. 


Use coupon page 64 


THREAD- / 
CUTTING 
SCREW 





No. 488 


5 ie NEWLY DEVELOPED machine screw cuts its own 
thread in metals and plastics of practically any thickness, 
without the necessity of a separate tapping operation, thus saving 
production costs and time and insuring a tight fastening because 
the screw remains in its self-cut threads. The design includes 
a patented cutting slot, and a special hardening process is used 
Since it is made with standard machine screw thread, the screw 
can be removed if necessary and an ordinary machine screw of 
the same size will fit its threads 


Use coupon page 64 


PNEUMATIC 
HAMMER 





No. 489 


EATURES OF THIS NEW pneumatic hammer are: (1) 
Triggerless design, which is less cramping to the operator 
and eliminates a common cause of air leakage. Pressure of the 
tool against the work automatically opens the valve, and release 
of pressure stops the hammer from operating. (2) A tool holder 
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designed to lock the tools in position, making it unnecessary to 
hold the tools while working with the hammer, giving the op- 
erator complete control, and eliminating the hazard and delay 
of tools falling out. The tools are easily inserted or removed by 
a quick push or pull. Provided in two models. The larger will 
handle star drills up to 1'/, inch. Overall length is 14!/, 
inches, weight 13!/2 pounds, stroke 7/s inch, operates at 1,800 
blows per minute on 100 Ibs. of air. 


Use coupon page 64 





STAPLING MACHINE No. 490 


F  penseer OF SIMPLE mechanical features have been incor 
porated in the design of this new fastener to eliminate the 
greatest obstacle to perfect stapling performance—that of ser- 
vice troubles resulting from jamming. Chief among these fea- 
tures is complete inside accessibility. The upper section of 
the head can be swung back so that the entire staple channel, 
where probably 90% of all troubles occur, is wide open. Any 
staple that will not feed properly can be instantly removed by 
opening the device and dumping it out, thereby saving time and 
annoyance. 


Use coupon page 64 


AUTODIAL 
TELEPHONE 





No. 491 


ECENTLY DEVELOPED JIS this device which automati- 

cally dials a series of telephone numbers that are in frequent 
use. Twelve stations, as desired by the telephone subscriber, 
are set up in the equipment when installed, and any one of these 
numbers may be transmitted by merely setting the pointer op- 
posite the desired name and then depressing the lever. The 
machine automatically transmits the digits of the proper num- 
ber. It does not replace the dial, which is still required for calls 
to stations other than those registered in the mechanism, and it 
does not affect ordinary dial operation. In addition to the 12- 
station model illustrated, there is a 52-station model which may 
be used with an existing telephone or attached to a private ex- 
change switchboard. 
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@ Storing more tools in less space 
each one safe from loss or damage . . . in plain view . . . instantly 
accessible. These are the time and money saving advantages as 
sured by Lyon Steel Toolroom Equipment. Always adaptable 
to changing needs, tool Bin fronts, dividers, special too! storage 
inserts, etc. can be added or rearranged quickly and inexpensively 
Write for Bulletin and details of no-cost Toolroom layout service 
by Lyon Engineers. Lyon Metal Products, Incorporated, 3310 


LYON (verse 


STORAGE EQUIPMENT 


Ode), lag an) feleltiast-wal, ide) ile) f Nissen 


VICTORIA 
PAPER MILLS, 
FULTON, N. Y 
FOUNDED 1880 


_. . CRAFTSMEN 
IN THE ART OF e : 
PAPER MAKING SLACK CORE 
FOR 57 YEARS etal 


TOILET TISSUES 





Agents everywhere. 















for DRILL PRESSES 


Large Holes at Low Cost 


Accurate enough for drill press use. Strong enough 
to stand up on steady production work MARVEL 
HOLE SAWS cut costs of large holes. They in- 
crease the capacity of small drill presses for they 
require less power than equivalent sizesin drills. 
Genuine 18% Tungsten High Sp2ed Steel 
edge .. . Unbreakable alloy steel body. 


MARVEL 
High-Speed-Edge 
HOLE SAWS 


Manufactured and Guaranteed by makers of the patented, 
unbreakable MARVEL High-Sp2ed-Edg: Hack Saw Blades. 


Armstrong-Blum Mfg. Co. 





Write 
‘“‘The Hack Saw People’ for 
5760 Bloomingdale Ave. Circular 


CHICAGO, U.S.A. 














NEED MODERN 
up-to-date [TAGS 
or CARTONS ? 


Write for sample tag portfolio No. 25 


CAMPBELL BOX & TAG CO. 


Factory: South Bend, Indiana 


Sales offices: Detroit, Chicago, Indianapolis, Kansas City, St. Louis, Cleve- 
land, Toledo, Akron, Racine and Cincinnati 

















THE HOTEL 

THEMONTH Oo 
Owensboro 

Hotel OWENSBORO 


KENTUCKY 


ALBERT 





HOTELS 


You'll get more for your money at Pick Hotels. Spa- 
cious, comfortable rooms. Delicious food and real 
personal service. All at moderate prices. 


CHICAGO, ILL......GREAT NORTHERN HOTEL 
DETROIT. MICHIGAN..... +++» TULLER HOTEL 
DAYTON. OHIO .....++++ eeeesese MIAMI HOTEL 
COLUMBUS, OHIO.........CHITTENDEN HOTEL 
COLUMBUS. OHIO.. ++FORT HAYES HOTEL 
TOLEDO, OHIO ..++++++++sFORT MEIGS HOTEL 
CINCINNATI. OHIO.. FOUNTAIN SQUARE HOTEL 
CANTON, OHIO....-.++. +eeeees BELDEN HOTEL 
SOUTH BEND, INDIANA........-OLIVER HOTEL 
INDIANAPOLIS, INDIANA......ANTLERS HOTEL 
ANDERSON, INDIANA....... ANDERSON HOTEL 
TERRE HAUTE, INDIANA. TERRE HAUTE HOUSE 
ASHLAND, KENTUCKY......-- VENTURA HOTEL 
OWENSBORO, KENTUCKY. OWENSBORO HOTEL 
JACKSON, TENNESSEE. NEW SOUTHERN HOTEL 
ST. LOUIS, MO..++++++++MARK TWAIN HOTEL 
WACO. TEXAS. cee eceeccecs - RALEIGH HOTEL 











WHENEVER YOU SEE THE WORD PJE}K THINK OF ALBERT PICK HOTELS 
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DUPLICATOR No. 492 


HIS VERSATILE DUPLICATING machine operates on 

the liquid rotary offset principle, requiring no inks, gelatin 
or stencils. It duplicates directly from typed, written or drawn 
originals, requires no preparation. Master copy can be instantly 
changed, and master sheets filed for use at any future time. A 
precision machine, it registers with complete accuracy, even on 
complicated designs or forms, duplicates in several colors at one 
operation, and can be used on any smooth finish paper from card- 
board to tissue. Adapted to use for work tickets, shop and 
office forms, specifications and diagrams, school work, graphs 
and charts, sketches, tickets and labels, and many other purposes 


Use coupon page 64 


MOLDING 
PRESS 


No. 493 





4 


HIS SELF-CONTAINED molding press, made in four 

models of 50, 100, 150 and 300 tons, has been improved to 
increase its flexibility and adapt the equipment to a wide range 
of pressures. By either one of two simple adjustments, it is now 
possible to reduce the total rated capacity. For continued 
maintenance of pressure, a simple adjustment, requiring but a 
few seconds to make, in the high pressure pump release valve 
changes the pressure delivered on the platen of the pump from 
its total capacity to any desired point down to approximately 
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one-third its rated capacity. The same results may be accom- 
plished by lowering the position of the thrust block. An indi- 
cator attached to the block and a pressure scale on the guide make 
this an easy matter. These two features are of great advantage 
to shops doing diversified work that requires wide range of pres- 
sures, and to custom molders, who often find it necessary to 
mold with less pressure than the rated capacity of a press, yet, 
because of the area of the mold, must use that press. 


Use coupon page 64 





OVERFEED 
STOKER 











No. 494 





N THIS NEWLY improved stoker equipment, the coal is 
held in a hopper above the hand-firing doors. This arrange- 
ment has the advantage of permitting hand firing in the case of 
an emergency, and is suitable for installation in old hand-fired 
equipment and existing forced draft boilers, frequently without 
even changing the grates. Power-driven adjustable feed screws 
advance the fuel through the setting onto inclines at the front of 
the fire box. Riding down these small inclines, it is picked up 
and distributed over the fire bed by compressed air issuing from 
nozzles at the base of the incline. This process has a double 
purpose. In addition to distributing the coal, the air also serves 
to complete the combustion and improves the efficiency of the 
unit. The stoker will satisfactorily handle coal in sizes from 1!/», 
to dust. The assembly includes an automatic damper regulator, 
pressure, time and limit switches. It responds quickly to fluctua- 
ting loads, and the adjustments are simply made. 


Use coupon page 64 


GRINDING 
MACHINE 


No. 495 


OUNTED ON A TRIPOD truck, fitted with three double- 
wheel casters, this machine is readily portable for use in 
sanding, grinding, buffing, polishing or drilling operations where- 
ever required. The motor is supported on trunnions that per- 
mit tilting it up or down. A convenient pan is provided to hold 
tools and various handpieces. Equipped with a 6-foot flexible 
shaft, ball bearing throughout. 


Use coupon page 64 
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SEND FOR 


“The MAINSPRING” 








DIVISION OF ASSOCIATED SPRING CORPORAT 1ON 


NO OBLIGATION WHATEVER 


BRISTOL, 





bimonthly publication of SPRING INFORMATION— 


Please put my name on the list to receive your 
Design, Applications, Materials, Up-to-date News. 


~) the WALLACE BARNES COMPANY 


POSITION 


STREET 


price s ® 


e me 





Neither is price the 
true measure of cleaning costs! 


Results and RESULTS ONLY count in cleaning. True... 
the price per pound of the cleaning material you use is 
important. But how much of it do you need for a given job? 
How long does it take to do the work? Is cleaning thorough 
- - « Just as YOU want it? Or are you up against rejects, 
delays, and the added expense of re-cleaning? 


All these things must be properly considered in determining 
the true or ultimate cost of cleaning operations. When they 
are . . . Oakite cleaning efficiency and economy welcome 
your most exacting scrutiny. Write. 


Manufactured only by 


OAKITE PRODUCTS, INC., 54 Thames St., New York, N. Y 
Branch Offices and Representatives in all Principal Cities of the U. S 





SPECIALIZED INDUSTRIAL CLEANING MATERIALS & METHODS 
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TO 
ADVERTISING EXECUTIVES 










> > T 
realists, the terro 














































of high-pressut© 

salesmen, ee Don’t let razzle-dazzle, spectacle and the jaun- 
to all except wae diced reports of disgruntled salesmen obscure 
advertising i oe the fact that purchasing agents, far from being 
scured by the dazz' mere rubber stamps, are entrusted with the 






ales depart- 






of the s - expenditure of $20,000,000—**66.4% of the 
» ympres- , ‘ ; , 
ment, the os of nation’s entire industrial purchases; that 
. al ac e y - . 
sive specta ***45% of purchasing agents have completed 


i 
production. a college education, 33% have engineering 
training and 53% have production experience; 
that many “P.A’s” are officers of their com- 
panies; and above all, that they are 
potent factors in determining whether 
you or your competitor gets the order. 


And remember that one single publication 
of national scope provides you with an 
alert coast-to-coast audience of purchas- 
ing agents for 7,610 large-scale industrial 
plants. 


Before you spend another dollar for ad- 
vertising in 1938, investigate PUR- 
CHASING. Write today for a complete 
analysis of its field, circulation and edi- 
torial background. 


** U.S. Census of Manufactures 1933 
*** Survey conducted by National Association of Purchasing Agents, 
February, 1937 


PURCHASING 
11 West 42nd St. New York 
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Separate Lists of the manufacturers of every product 
With descriptive information about the products of thousands of them. 


A LIBRARY OF INFORMATION 


All in one 5,000 page combined directory and collective catalog 
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A few of the various services it is now rendering 


to more than 25,000 concerns in the U. S.— All 
Lines — Everywhere. 


It often saves more per week than it costs per year. 








q 


For Purchasing and Purchase Research 
The efficient buyer needs the names of all sources of 


supply for everything, instantly at hand to facilitate 
securing any requirement;— 


Thomas’ Register supplies this essential information with an 
efficiency unequalled by anything else. A\ll manufacturers 
of any product with descriptive product matter for thou- 
sands of them. 


In Conjunction With Catalogue Files 


Look in the Register for any product you want. It 
will instantly show you whose catalogues and cir- 
culars to consult, or whose to write for—often 
worth its cost for this service alone. 


TR has in excess of 15,000 factual descriptions from 
manufacturers. 


A-Z Blue Section—Instantly shows home office of any 
concern, or nearest branch office; also its affiliated and 
subsidiary concerns. 


A Capital Rating for Each Name—One of its many 
valuable features. The capital ratings are often use- 
ful in making the selection desired, either when 
buying or selling. 


Locating Successors to Discontinued Concerns 
Being able to promptly secure a replacement part often 


saves many times the cost of the part. 


Generally Useful to Everyone 


Write for details of thirty-day offer. 





Purchasing Departments 


Engineering Departments 


A GENERALLY USEFUL AND PROFITABLE SERVICE FOR 


Research Departments 
Laboratories 
Superintendents 


Works Managers 


and all others having to do with investigating, buying, specifying, or who 
require names of American Manufacturers in any line, for any purpose. 

















HOW 
THOMAS’ REGISTER 
SAVES ON PURCHASES 


Because THOMAS’ REGISTER is com- 
plete, it enables the Intending Buyer— 


1—TO INVESTIGATE a number of sources of supply 
which will assist him in making the most economical 


purchase. 


2—TO ADD new names to his present list of sources of 
supply. 


3—TO VERIFY his present prices and bids—thus insuring 


an economical purchase for all requirements. 


4—TO MORE QUICKLY LOCATE sources of supply for 
requirements which are new to his department, thus 
saving the time lost in referring to numerous catalogues. 


5—TO INVESTIGATE possible savings which can be 
effected by substitutions or improvements in present 


material, machinery, and methods. 


6—TO RECALL TO MIND products previously pre- 


sented by a salesman or through an advertisement. 





TRY THESE SUGGESTIONS ON YOUR NEXT 
PURCHASES—WE FEEL CERTAIN YOUR 
SAVINGS WILL BE SUBSTANTIAL. 
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= @ M°-MAX tools are tougher. 
3 O-MA i 
piers x sar havelguperior | =V-Yo bb ale ME 3421-3 Mote) uh oft 
e a. ™ itt tie bale \ (oy adaWsuit-baler-E-balel 
| Abb co) o- MEd MB ato ame lol-sat--Te 
oom to make MO-MAX. A book- 
aio pha bale Mg at-ME-St-1-batet.vl 
6 ia EV e- Wb vit-b ai ol-Mio) ol ebb alte Mo) 
Evol ba-tis bate md Mal-MONC-ar-JE-batel 
Twist Drill Company, 
= Cleveland, Ohio. 
ae oe >, WIA 07, G71 SIL AL 
se i =a 
M°-MAX isa proprietary name owned and controlled by The Cle le 
Drill Company and its only licensed use by others is on steel ma de 
by licensees under U. S. Patent Nos. 1,937,334; 1,998,953; 19 
1,998,955: 1,998,956; 1.998.957; and Canadian Patent Nos. < 
364,032 and 364,033. 
Ti = 
1935 1936 1937 


SALES OF MQ-MAX spy 3 MONTH PER 





| 


i 






NEW JENKINS ‘ARMOR-SEAT’ 


oyfoalt lenighail Vilee Emenier 


This Jenkins Valve has a PLUG SEAT made of Jenkins JX500 
stainless steel EXCEEDING 500 BRINELL HARDNESS 


In presenting this Fig. 976 Plug- 
Seat Valve, Jenkins Bros. is confident 
that it is as near to being wear-proof, 
maintenance-proof and trouble-proof 
as a stock valve can be made. Back 
of it is a long period of development 
and testing to prepare it for the 
toughest services. 


Natural enemies of valve seats such 
as boiler scale, pipe chips, grit and 
other substances commonly encoun- 
tered in pipe lines, cannot injure the 
seating parts. Plug and seat ring are 
made of Jenkins JX500, a superior 
stainless steel having a Brinell hard- 
ness in excess of 500. Maximum 
wear-resistance is obtained and main- 
tenance, due to seat damage, is re- 
duced to the lowest possible degree. 


Put this Jenkins to a service test 
on the worst place you know... con- 
tinuous throttling for pressure reduc- 
tion or free blow duty such as soot 
blowers, injectors, heating coils, or 
on any steam line where close regu- 
lation is required. Fig. 976 is spec- 
ially recommended where such severe 
service is encountered. The JX500 
plug and seat practically nullify wear 
and almost entirely eliminate dan- 
ger of wire drawing and cutting. 


If you have a tough valve job we ask only 
that you let this new Fig.976 show what 
it can save you in maintenance and re- 
placement expense. Ask your supply house 
for complete information, or write us. 


JENKINS BROS., 80 White Street, New York; HOW HARD IS 500 BRINELL? Nothing that would conceivably get into the 
510 Main Street, Bridgeport; 524 Atlantic Ave., valve could scratch the Jenkins JX500 stainless steel seat. Compare 500 Brinell hardness 
Boston; 133 North Seventh Street, Philadelphia; with the hardness of some substances which do get into pipe lines... boiler scale, 
822 Washington Boulevard., Chicago; JENKINS pipe chips, welding beads, rust tubercles, iron oxides ...even with other familiar 
BROS., Limited, Montreal, Can.; London, England objects that are softer, such as a common nail which is under 200 Brinell hardness. 


fprkind bielvod MADE FOR LIFETIME SERVICE 


Illustrated is Fig. 976 for 300 lbs. W.S.P., or 600 lbs. O.W.G. 





